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Wherever you go, Yale reputation for 
quality and dependability precedes you 
—paving the way for increased sales and 


profits. 


Your market for Yale Chain Hoists 
presents three separate sales oppor- 


tunities: 
|. New uses and new users. 
2. Additions to present plant equipment. 


3. Replacement of inefficient or obsolete 


equipment. 


In selling any of these three markets, 
Yale prestige, acquired during nearly 
three quarters of a century, gives you 


a wide lead over competition. 












oe 


We 


per 


8R BEAVER 





And they are as 


GOOD ... as they 
are GOOD-LOOK- 
ING! 


Whether your customer prefers semi-adjustable 
or fully-adjustable tools ..... light weight or 
ere self-contained ..... or with sep- 
arate sets of dies . . . . whether he wants to pay 
$9.60 or $19.25 ..... you can give him exactly 
what he wants in The Modernized Line of 
BEAVER TOOLS 


The new BEAVER 
Line appeals to every 
lover of fine tools! 











It is only natural that more and more distrib- 
utors are CONCENTRATING on The Mod- 


ernized Line of BEAVER Tools ..... because 
this reduces their inventory ..... keeps their 
stock clean and up-to-date ..... and puts the 


pipe tool department on a PROFITABLE BASIS 


THE BORDEN COMPANY 
293 Dana St., Warren, Ohio 
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WE DO OUR PART 


H ARDLY a day 
passes but what we 
hear of another manu- 
facturer who has come 
to a realization that in- 
tensive sales coverage 
cun be had most eco- 
nomically through the 
industrial distributor. 
Just further evidence 
that the distributor is 
coming into his own. 


CHICAGO OFFICE 
520 N. Michigan Ave. 
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NEW YORK OFFICE 
330 W. 42nd St. 
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CLEVELAND OFFICE 
Guardian Building 


v 


WASHINGTON OFFICE : 
National Press Building 


Mill Supplies is in its 
twenty-fourth year of serv- 
ice to the mill supply field 
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A REAL SALES STRUCTURE—5,910,240 vehicles paid from $.50 to 
$1.50 each to pass over the George Washington Memorial Bridge in 
1933. And 106,396 pedestrians paid $.10 each for the same privilege. 










Super structure of this famous bridge spanning the Hudson rises 600 
ft. above its foundation. Piers of these solid foundations go down to 
bed rock, in some places 75 feet below the surface. 























NEEDS FOUNDATIONS LIKE THIS 


In the industrial territory you serve there exists today a deeply imbedded 
foundation of good will toward New York Belting & Packing Company 
products. This foundation has been strongly built by the constant 
success of such famous brands as Test Special Belting, Indestructible 
Steam Hose, Cobbs Piston Packing. 


You can better estimate the depth and strength of this foundation when 
you realize that New York Belting & Packing Company is America’s 
oldest manufacturer of Mechanical Rubber Goods . . that for 88 years 
New York Belting & Packing Company has been successfully develop- 
ing quality products to meet new conditions of industry ... that today 
New York Belting & Packing Company's line includes every type of 
Mechanical Rubber Goods required in your territory. 


If you are not 100 per cent satisfied with your present line of Mechanical 
Rubber Goods, investigate now the possibilities of using this foundation 
of good will to build greater sales and increased profits. 


N. Y. B. & P. Mechanical Rubber Goods are sold exclusively 
through competent distributors. 


New York BELTING & PACKING «(ite : 


1790 BROADWAY ie _ NEW YORK, N.Y. ~ 
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FOR JOBBER 


PROFITS! 














N extending its jobber policy, Alemite now offers 
you one of the outstanding profit opportunities 
in the history of modern lubrication! 


Today, the whole line of Alemite Industrial Equip- 
ment is open to you on a generously profitable basis. 


You have a market waiting for you in this new 
Alemite deal. Pioneer in the development of mod- 
ern high-pressure lubrication systems, Alemite is 


accepted by plant operators and engineers as 
STANDARD! 


Backing the name, Alemite, and the great systems 
and lubricants it produces, is a record of many 
years of unquestioned success. Alemite Systems 


PERFORM AS PROMISED! 


Backing Alemite, also, is the greatest advertising 
appropriation in the specialized lubrication business 
—consistently maintained for more than 12 years. 


Be among the early ones to avail yourself of the 
profits made possible through this offer. Give your 
men a head start in your field and thus let them 
clinch the best accounts from the first! 


WRITE! WIRE! PHONE! .. OR SEND 
COUPON FOR THE WHOLE STORY! 


ALEMITE CorPOoRATION, 
1886 Diversey Parkway, 
Chicago, Illinois 


PLEASE SEND COMPLETE DETAILS OF YOUR 
NEW JOBBER DEAL AT ONCE! 


Address 


2 | ena : State 





Company Title | 
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SPEAK FOR THEMSELVES IN THE SHOP bg 4 


MORSE ADVERTISI 


® Wherever your sales work car- 
ries you, you will find that the 
reputation of Morse Tools is 
already well established. ® Morse 
performance wins the approval 
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SPEAKS FOR THEM IN THESE TRADE JOURNALS 


of the man who uses small 
tools. © Morse advertising keeps 
the man who does the buying 
constantly reminded that there 
is no safer small tool investment. 


TWIST DRILL & MACHINE COMPANY 
NEW BEDFORD - - 


New York Store: 92 Lafayette St. e@ Chicago Store: 570 West Randolph St. 


THE MORSE LINE INCLUDES - HIGH SPEED and CARBON: CUTTERS - TAPS and DIES - REAMERS - DRILLS 
SCREW PLATES - ARBORS - CHUCKS - COUNTERBORES - MANDRELS - TAPER PINS - SOCKETS - SLEEVES 


--- MASS.,U.S. A. 
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With Which Is Consolidated INDUSTRIAL DISTRIBUTOR AND SALESMAN 
And Combined With Mill Supply Salesman, Founded by Ernest H. Smith 
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TIMELY COMMENT 


“~. 
‘T HE editorial “Face the Facts,” which appeared in 
Mitt Suppvies last month has stirred up considerable 
discussion throughout the industry. As a result of it, 
we have been commended, condemned, understood, mis- 
understood, agreed with and disagreed with. Yes, we've 
even been accused of urging that all factors in the dis- 
tribution of industrial supplies and machinery be recog- 
nized and forced to operate under the industry’s code 
so that we could increase our prospective list of sub- 
scribers and perhaps sell more subscriptions. 

It’s strange how many different ways the same editorial 
can be interpreted. For proof, look at the letters we 
have received, which are published on page 11. 

We are inclined to the belief that some of the men 
who have taken exception to our stand that special effort 
should be exerted to see that every house which is in the 
business of selling industrial supplies to industry be 
forced to operate according to the rules laid down in the 
code, upon reading this month’s message on page 22 and 
rereading last month’s editorial will see the situation in 
a little different light. 


A HE “movie” idea which Russ Duncan has developed 
for his company, and which is explained elsewhere in 
this issue is a peach. Of course, when we saw the pic- 
ture a few weeks ago, Russ was just winning his “spurs” 
as an operator and was embarrassed on one or two occa- 
sions by interruptions in the continuity of the program. 
If any of you have ever tried to function as an operator, 
in an amateur way, you'll appreciate the fact that those 
doggoned projectors do have their weak moments and 
even the film breaks once in a while. Anyhow, we’re 
wagering that Russ has mastered the situation by now 
and could easily get himself a union card, if he wanted 
a union card. 


Max UFACTURERS are studying distribution today 


as they never have before. The experiences of the past 
few years have emphasized to them the importance of 
adequate distribution and the effect it can have on sales 
and profits. One fact, in particular, that manufacturers 
recognize is the need for intensive coverage of markets. 
This gives distributors an opportunity to improve their 
position materially, because, in most instances, the only 


way intensive coverage can be secured is through the 
distributor. 

In this regard, it will be well for distributors to check 
their own territories carefully to make sure they are not 
biting off more than they can chew. It has been a some- 
what common practice in the past to attempt to tie up 
territories on an exclusive basis, often territories which 
could not be taken care of properly. When a distribu- 
tor does this, he is not only putting himself on the spot 
with the manufacturer but also distributors as an indus- 
try. No manufacturer is going to sit idly by and see 
business slip away from him in a given territory because 
his distribution facilities are inadequate. You may sell 
a manufacturer the idea of giving you the exclusive on 
a broader market than you can handle, but you can never 
keep him sold. 


Business is looking up. All the barometers point 
to better days ahead. Advices from distributors and 
manufacturers everywhere are generally optimistic. A 
well-known manufacturer told us the other day that in 
the oil fields, a 50% increase in business over last year 
is looked for. 

= 


A MANUFACTURER who has been selling through 
distributors for many years stated to us not long ago 
that he believed distributors should pay a little more 
attention to their purchasing functions. In many places 
he said the purchasing departments were off to them- 
selves and operated more or less as separate organiza- 
tions, with little help or guidance from the chief execu- 
tives of the company. 


[ Ltusrrative of the soundness of the editorial 
stand taken by Mitt Suppties in February, is a recent 
experience related to us by a prominent distributor. In 
the territory in which this distributor operates, there is 
a so-called manufacturers’ agent who recently began to 
stock and perform distributor functions on three or four 
supply lines. The case of a cut price on a particular 
line was disturbing the market in this trading area and 
was traced down to the above mentioned manufacturers’ 
agent. When asked what price he was quoting on the 
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line in question, he stated it and was very much sur- 
prised to learn that it was a cut price. He was ignorant 
of the fact that prices had been raised a short time pre- 


viously. If he had been invited to participate in the 
local meetings of distributors, this situation probably 
would never have arisen. As the head of this concern 
explained: “If you distributors would get rid of your 
high-hat attitude and let us sit in with you, so that we 
would know what is going on, situations such as this one 
would never happen.” 


Every day we hear of manufacturers who formerly 
were lukewarm, so far as distributors are concerned, 
about facing on their policies and seeking distributor 
cooperation. This is a good sign and distributors want 
to be on their toes so as to justify the new confidence 
being placed ia them by manufacturers. 


At the first meeting of the Central States Supply Asso- 
ciation, reported elsewhere in this issue, representatives 
from 46 supply houses attended. Great interest was 
manifested throughout the meeting and a promising fu- 
ture for the organization is predicted. 


Ix a recent letter O. F. Thompson, president, Texas 
Belting Company, Houston, Texas, writes: “We enjoy 
reading Mitt Suppties. We feel it is the best magazine 
that we take, even though we have quite a number com- 
ing in every month.” Thanks, Mr. Thompson. We 
appreciate your kind remarks and will strive to continue 
publishing the kind of magazine which will warrant 
your continued interest. 


"Tae National Association, in a recent bulletin, calls 
attention to the wide variation of cash discounts allowed 
by manufacturers. These discounts run from % of 1% 
ten days from date of invoice to 5% on invoices dated 
from the first to the fifteenth of the month, if paid on 
or before the twenty-fifth of the month. As the Associa- 
tion points out, this lack of uniformity works a distinct 
hardship on distributors. While it is not likely that all 
manufacturers will establish the same discount terms, it 
does seem that greater uniformity than now exists could 
be secured. If distributors would urge manufacturers 
to adopt more uniform cash discounts the situation un- 
doubtedly would be improved. 


ca 
W HAT manufacturers suggest resale prices? The 


National Supply and Machinery Distributors’ Associa- 
tion is planning to issue a list giving this information. 
Such a directory would be invaluable to distributors and 
the Association is to be commended for tackling the job. 


‘Tue Century of Progress Exposition will be re- 
opened again in Chicago on June 1. As spectacular and 
interesting as was the 1933 exposition, this year’s prom- 
ises to exceed it in every way. New and improved ex- 
hibits will be apparent throughout the grounds. If you 
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visited the exposition last year, you will find plenty of 
new things to hold your interest. If you were unable 
to come in 1933, don’t miss this second opportunity. 


a HE “open price plan,’ which has come into favor 
with the codification of industry, has its weak side as 
well as its strong, according to the experience of the 
Bond Electric Corporation. The following statement by 
C. B. Plante, president, is thought-provoking. 

“Theoretically, the open price filing system appears 
helpful, but in actual practice it has worked out to the 
detriment of the legitimate manufacturer by throwing 
his minimum prices open to everyone and thus giving 
his most vital information to every ‘gyp’ in this industry. 
There is no code strong enough, no words broad or com- 
prehensive enough to circumvent all the schemes and 
unscrupulous methods and ways of unscrupulous manu- 
facturers or purveyors of merchandise. 

“We have therefore determined to make a step forward 
by freeing ourselves from the restraining and deaden- 
ing influences of the open price plan, and to protect our- 
selves, our business, our labor, and our distributors by 
an open competition enabling us to meet all competitive 
conditions in the industry until such time as these demor- 
alizing influences cease.” 


Ons very commendable feature of the Code of Fair 
Competition for the Gear Manufacturing Industry, re- 
cently approved by President Roosevelt, is the listing of 
the following unfair trade practice: “To misrepresent 
to one source of supply, directly or indirectly, in con- 
ducting negotiations as a purchaser of materials for use 
in the industry, the offer of a competing supplier.” 

This is one of the principles so strongly advocated by 
D. W. Northup in his article concerning the “Purchas- 
ing Contract,” which appeared a few months ago in 
Mitt Suppties. In the past, it has frequently been a 
sort of indoor sport for buyers to play one source of 
supply against another in an effort to secure a price 
advantage. Misrepresentation of prices quoted by com- 
petitors was often resorted to and unsuspecting vendors 
many times swallowed hook, line and sinker. Such 
practices have been known to lead to destructive price 
wars and in the end nobody gained. 


T HE triple convention of the National, American and 
Southern Associations is tentatively set for May 21-23 
at the Netherland Plaza Hotel, Cincinnati. The Southern 
Association has already okeyed the date and site and the 
National is expected to, although no official notice has 
been received from it as vet. 
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W E are grateful to John T. Potts, president, The 
Galigher Company, for sending us a message prepared 
by United Commercial Travelers of America. This re- 
print warns us not to expect NRA to work any miracles 
and urges that we be patient. The causes of our trou- 
bles are too deep-rooted to expect too rapid a recovery. 

“Remember that service will always pay, that quality 
is the only really worthwhile consideration and demand 
that every man be given a fair profit.” 
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Facts About Selling Hoists 





Acquired Through Personal 
Observations in 100 Plants 


HEN I say that there are 
opportunities galore through- 
out industry for increasing 


sales and profits by the creative sell- 
ing of hoists, both hand and electri- 
cally operated, I can hear the chorus 
of “Oh Yeahs,” from distributors’ 
salesmen beating a tattoo on my ear 
drums. I’m fully aware of what you 
fellows out on the “firing line” are 
thinking and I believe I know the logic 
you have followed in developing your 
skeptical attitude. 

Experience has taught you that you 
can’t walk up to a customer and say, 
“Well, Bill, I’ve got a hand hoist here 
that will do twice the work in half the time of your old 
hand hoist.” Generally speaking, there have been no 
radical changes in hoists during recent years which 
would justify any such results. Nor can you interest 
a customer greatly by telling him that your new hoist 
will last twice as long. The country is full of hoists 
now that have stood up under steady abuse for 20 years 











HOW TO CREATE HOIST SALES 


1. Sell new uses for hoists. 
2. Sell adequate hoisting equipment. 


3. Sell replacement of dangerous, 
worn-out, inefficient hoists. 











and more. Moreover, the customer is interested in these 
details only after he has been shown a real need for 
hoists. 

You would like to sell more hoists, of course, but, as 
we have seen, most of your red-hot selling points are 
futile when it comes to a standard item so seldom 
replaced. 

For the most part, hoist orders dribble in as the result 
of expansion and replacement. Salesmen fight vigor- 
ously for this business. The result is competitive, not 
creative, hoist selling. This is the hard way of selling 
hoists, as I hope to prove in this article. 

You may easily triple your hoist volume if you will 
take the pains to know more about hoists than your cus- 
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“The immediate opportunities for selli ng 
hoists, both hand and electric, are 
many,’’ says Mr. Holmes. 
know, too, because he has just completed 
a trip of three months which took him 
through more than 100 plants, during 
which his primary purpose was to 
find out where and how to sell hoists 


He ought to 


By WALTER J. HOLMES 





HANDLING STEEL 


The installation of this electric hoist eliminated the 
slow, tedious lifting of steel from one operation to 
another and thus increased the productivity of the 
workers about 1/3. Steel doesn’t have to be heated 
to as high a temperature as formerly due to the dis- 
patch with which it is handled. Because the operator 
can concentrate on heat treating now that he is freed 
from all heavy lifting, a more uniform treatment is 
given material. 





AUTOMOTIVE 


Hoists are used in chang- 
ing bodies, to lift trucks 
higher than is possible 
with jacks and for lifting 
engines or heavy parts. 
This photograph shows a 
hoist used for setting 
truck wheels on a brake- 
turning machine. In ad- 
dition to the automobile 
and truck business, brake 
shops and body works, in- 
vestigate the plants of 
your customers which 
maintain their own 
fleets of delivery trucks. 
Hoists also are used on 
wrecking cars despite the 
fact that many winch 
wreckers are marketed. 


tomer. And take it from one who has visited 100 plants 
of every type in search of hoist information, it is not 
difficult to know more about hoists than the average 
plant superintendent. 

There are three principal jobs in creative hoist selling: 
1. Selling new uses for hoists; 2. Selling adequate hoist- 
ing equipment, and 3. Selling replacement of danger- 
ous, worn-out, inefficient hoists. 

In the first classification, we deal with “border-line” 
hoist applications, that is, loads which the plant superin- 
tendent thinks are light enough to be moved by hand, 
or at least by crowbars or block and tackle. These in- 
clude the handling of round material that normally rolls 
easily, but becomes jammed when stored together. Rolls 
of paper, for instance, may become so wedged in a 
freight car that it will take hours of labor with crow- 
bars to loosen the first roll. A bar of tool-steel stock 
may weigh only 75 pounds, yet 
take a 300-pound pull to dislodge 
it. A Los Angeles firm had sev- 
eral rupture cases of employes 
until they purchased a light hoist 
for this work. 

The automotive business is 
filled with “border-line” jobs. 
Fitting truck wheels on machines 
for turning down brake drums is 
one of these. Delivery or repair 
trucks of garages sometimes 
have hoists mounted on them to 
facilitate handling heavy parts. 

Opportunities for “border- 
line” hoist sales can be dug up 
easily by the observing salesman. 
By browsing about a plant, ob- 
serving operations, and asking 
questions of Tom, Dick and 
Harry, who are usually pleased 
at an opportunity to display their 











GRINDING 


The hoist holds the port- 
able grinder that smooths 
down castings. Notice 
that a spring is used here 
to make the work of 
grinding easier. Springs 
should also be used in 
connection with hoists 
that hold the work for 
punch presses, _riveters, 
and other machines that 
jar the hoist. Four other 
hoists may be seen in the 
near background of this 
picture. The management 
of this plant has a hoist 
in every position where 
one should be located and 
in this way saves the time 
of workmen. 


occurred. You can contrast similar operations in dif- 
ferent plants and observe which are the most efficient. 
‘rom such simple observations, you will see clearly how 
the proper use of hoists will increase efficiency and 
safety within a plant. 

In the second market, we have the case of insufficient 
hoists in a plant where they are shifted from one loca- 
tion to another. On millwright work this is, of course, 
necessary. However, there are many cases where the 
absence of a hoist is costing the firm real money. This 
may easily be figured out on a scratch pad at the cus- 
tomer’s desk after a survey has given you a working 
knowledge of plant operations. 

There may be a dozen places in a plant where hoists 
are used say, only once in six weeks, and moved here 
and there to different locations as needed. These hoist 
locations are over various types of gates and doors, or 
over heavy machinery that has to 
be removed occasionally. 

Suppose, for example, that a 
hoist is used in each of these 
locations eight times a year and 
it takes two men two hours to 
set it up and another two hours 
to remove it. That makes 32 
man-hours a year consumed in 
setting a bulky hoist in position. 
(Some hoists may be set up in 
10 minutes, while others take 
half a day. It all depends on the 
size of the hoist and its location. ) 
Estimating the life of a hoist at 
15 years and labor at 60 cents an 
hour, we have a cost of $288 for 
480 hours of labor. All of this 
expense would be unnecessary if 
a hoist were placed permanently 
in the location in question. 

Probably it never occurred to 


knowledge, you will discover 
hoist applications you may never 
have dreamed of. In this way, 
you will learn who has been hurt 
in hoist accidents and how they 
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FORGE WORK 
This application is by no means lim- 
ited to manufacturing processes. The 
above picture was taken in a railroad 
repair shop. Street railway barns do 
similar work. 


the plant owner that the lack of 
hoisting equipment was costing 
him a dime. If it had, he would 
no doublt have permanent hoists 
in such locations and therefore 
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WELDING 


This is a common hoist 
application as it permits 
turning of the material to 
be welded to any position 
or height. Write your 
own list of this type of 
application in your ter- 
ritory. It will include 
every plant large enough 
to have its own welding 
equipment. 


not be a prospect. 
Let’s forget once 
and for all that the 
prospect knows 
what he wants and 
needs. If you will 
study plant opera- 
tions, as suggested, you will know far more about the 
economy resulting from a hoist investment than does 
the plant owner. If he should kick like a steer in an 
insect dip at your suggestion of an increased hoist in- 
vestment, think nothing of it. The fact that he protests 
shows that he is interested in your replies which will 
further justify the investment in his mind. 


The third market lies in the replacement of hoists 
that have been long overdue at the junk pile. These 
hoists are recognized by chipped gear sides which cause 
the hoist to catch in operation, worn chain grooves and 
chains stretched out of shape through overloading. 
These hoists may slip, or break at any time. Often 
they are kept on hand and used for what is considered 
light work. When you go through the plant and see a 
hoist with the chain twisted to prevent slipping, make 
an examination and inquiry. There may be a hoist sale 
in the offing. 


There is no real economy in the continued use of 
wornout hoists as may be easily 
proven. Divide the original cost 
of the hoist by the number of 
years of service it has given to 
get the operating cost per year. 
The owner hopes to get one or 
two years more of wear from 
the hoist. When you see the 
small sum he is trying to save, 
the matter becomes ridiculous. 
With the present rising market, 
the customer who waits a year 
or two to buy his hoist will find 
it has been an expense, not an 
economy. 

Out of calls recently made on 
100 plants, | found overloading 
commonly practiced in 90% of 
them. “It’s a good two-ton 
hoist,” plant men have told me 











COMBINATION USES 


The electric hoist shown 
here is chosen for its 
speed in raising the load. 
The additional hand- 
hoist permits the load to 
be turned over in case it 
needs cutting, welding, or 
other processing. Study 
the hoist in your territory. 
Perhaps you can make 
two hoists blossom where 
but one was seen before. 


so marked by the 
manufacturer. 

If your house 
were on fire, you 
might be able to 
carry a heavy 
trunk downstairs on your back. Again, your legs might 
buckle under you. Certainly you wouldn’t be able to 
keep carrying enormous two-men loads on your back 
indefinitely. So it is with hoists. 

Now, if it were merely a matter of a ruined hoist and 
a sale to replace it, you could regard this practice with 
tolerance. You might even take the cheerful attitude 
that if your customer wanted to ruin his hoists through 
overloading, and then buy more hoists, it was his privi- 
lege to do so. However, human life comes into the 
picture. 

Hoists do fail every working day of the year. Some 
of these failures result in permanent injury, others in 
death. 

Very little is said about such accidents. The hoist 
operator, who no doubt overloaded the hoist far above 
capacity, does not care to call attention to himself as a 
fool. The manufacturer of the hoist is also reluctant to 
advertise the matter, regardless of the overload to which 
his hoist has been subjected. 

Look at the hoist equipment 
in the shops where you call. 
Particularly notice those that 
hang from booms. See if the 
upright post of the boom is 
bowed. Then shake the pole to 
see if it has been loosened by 
loads. If possible, examine the 
hoist track to see if the bolts 
have been loosened. These facts 
will enable you to track down 
hoist abuses. 

A hoist of ample capacity for 
the job, of course, costs more 
money. It is slower of opera- 
tion. However, if the customer 
wants fast hoist operation he 
can have that in an elecrtic hoist. 





time and again. “Lots of times 
I have a four-ton load on it.” 
At this point, in a diplomatic 
way you should throw the fear 
of hoists into the proud user. If 
two-ton hoists were intended to 
carry four tons, they would be 
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DIPPING PIPE 


Hand hoists are used extensively in 
dipping operations. On account of its 
length, two hoists are used in dipping 
pipe for galvanizing as shown here. 
When speed is desired, enclosed type 
motors are available on electric hoists 
which resist the corrosion found in 
acid fumes. 


If possible, take him to see other 
plants equipped with your make 
of electric hoist. Figure with 
him on the time that could be 
saved during a period of 15 
years. If the hoist is used for 
production work, you can prob- 
ably show him that he is losing 
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HANDLING 

DRUMS 
Oil is one of the lead- 
ing commodities han- 
dled in drums. Every 
business with an engine 
room handles oil in 
drums and is therefore 
a potential hoist pros- 
pect. This includes all 
important manufactur- 
ing plants as well as 
building contractors, 
laundries, garages and 
others. Ink, paints 
and chemicals are also 
handled in drums and 
offer the same hoist 

problem. 





money every day he uses a hand 
hoist. 


The operating cost of electric 
hoists is low. In Denver, I saw 
an electric hoist that has been in 
constant operation for 15 years 
with a total repair cost of $15. 

What make of hoist should 
the customer buy? If he already 
has yours in his shop, you will, 
of course, urge that he continue 
it as this reduces the stock of 
parts he must carry. 

If he is now using another 





to him softly and looked to make sure the street door 
was ajar as I had left it. 

To my surprise, he beamed. “I saved the price of the 
hoist the first week I had it,” he said. “Have an eclair. 
Sure, we used the hoist in installing heavy baking equip- 
ment and saved rigger’s bills. Now, we use it to lift 
sacks of flour to the second floor storeroom.” 

In an iron works, I found another interesting second 
floor hoist application. To permit more working room 
on the ground floor, the stock room had been moved 
upstairs. The hoist hung from a track here, but could 
be lowered into wells, or holes in the floor to the ground 
tloor where it picked up materials delivered on trucks, 
or lowered needed material to the shop. The proprietor 
of this establishment had no eclairs to give me, but he 
was equally grateful for the hoist information which 
had enabled him to make such a 
space saving. 

It has been suggested that in 
writing an article on creative hoist 
selling, a list should be compiled 
showing where the salesman 
might go to find hoist sales op- 
portunities. I rather liked the idea 
until I investigated and learned 
the magnitude of the task. You 
can start such a list alphabeti- 
cally with plants turning out 
aspirin if you wish and end with 
the use of hoists in the mining 
and smelting of zinc. I found 
hoists used to aid in setting tomb- 


maker’s hoist, you can forget 
this angle, stressing the superi- 
ority of your make and the repu- 
tation of the maker. With hoists, 
the reputation of the maker is a 
real factor in the sale. You are 
buying 15 or 20 years of service 


RIGGING AND MACHINERY 
MOVING 


An olive oil compressor being lowered 
below the floor level in a new factory. 
The rigger has no end of jobs that re- 
quire hoists. Today he rescues a steam 
shovel wrecked in a canyon slide. To- 
morrow he may use them in installing 
additional vats in a brewery. 


stones in cemeteries. Again, I 
saw them used in the making of 
shark oil. 

If you find a business that 
does not use hoists in produc- 
tion, look in the boiler room or 
the garage. You'll find at least 


and you can be assured of get- 
ting it only if the maker is in 


one there unless the engineer has 
taken it home to tighten his 





business throughout the life of 


fence wire, raise the engine from 








your hoist. 

Repair-part inquiries offer an- 
other opportunity to the sales- 
men of hoists. The opportunity 
they offer is not so much in fill- 
ing orders for parts as in offer- 
ing you a red-hot prospect for a 
new hoist. This applies more 
particularly in the plant of the 
small hoist user than where hoist 
parts are ordered and kept on 
hand as a matter of routine by 
the large user. 


Tracking Down Hoist Prospects 


1. When you see a hoist with a chain 
wrapped around it, stop and investigate. 
That chain is wrapped to prevent slipping. 
There may be a new hoist sale, while a The 
parts sale is almost certain. 

2. Notice the sides of the gear for 
chipped sections and the chain grooves 
for wear. The chain itself may be stretched 
so that it no longer fits properly which 
delays operation and endangers the op- 
erator. Worn hoists are dangerous, ineffi- ; 
cient, costly and should be replaced. other ovens where hoists may 


his automobile or carries it in 
his car for use in case he is stuck. 

If salesmen benefit from this 
article, it will not be because they 
have learned where to sell hoists. 
benefit will come rather 
from a stimulation of the imagi- 
nation. For instance, the sales- 
man who reads that hoists are 
used in carrying insulators to 
the ovens will begin to think of 


be used in bringing material to 








In addition to selling to the = 


bake. This ranges from food 





regular industrial account, there 

are hoist opportunities in estab- 

lishments that are remodeling or moving. A bake shop 

turning out principally French pastries would hardly 

seem to be a good hoist prospect, yet a San Francisco 

distributor sold a one-ton electric hoist to such a place. 
I called on the proprietor, half expecting to find him 

in a vicious mood, after having awakened from the spell 

of some hypnotic salesman. I spoke the word “hoist” 
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and meat packing plants to the 

heat treating of heavy metals. 
Now that industry is speeding up and codes are 
setting uniform wages, there is a big movement to 
increase efficiency through plant modernization. Old 
equipment is being moved out or reconditioned and in 
all this work the hoist plays a prominent part. For 
that reason, intelligent sales effort directed to hoists 
will yield profitable results right now. 
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What the Industry Thinks About 
“Facing the Facts” 


The issue raised by Mill Supplies in its editorial ‘Face the Facts’’ last 
month has created widespread interest throughout the industry and resulted 


in numerous letters from distributors and manufacturers. 


There are man y 


divergent views expressed but, in the main, the thinking of the industry 
backs up the stand which this magazine has taken 


- ACE THE FACTS” is a 
most timely and pertinent edi- 
torial. Distributors of all 

kinds who sell the industrial trade 
should be invited to participate in the 
operation of our Code of Fair Trade 
Practices. Plumbing supply whole- 
salers, wholesale hardware houses, 
manufacturers’ agents and _ others 
who sell supplies to industry should 
be asked to join. They should also 
be made to realize that our industry 
is in earnest in making our code oper- 
ative. 

“In case of a plumbing or hardware 
wholesaler, their sales of industrial 
supplies must be controlled or our 
effort is worthless. I believe every- 
one, both large and small, should be 
invited to join us, provided they can 
show a reason for their existence. 
Take, for example, the plumbing sup- 
ply wholesaler, who may have an 
adequate stock of pipe valves and fit- 
tings and be a factor in the distribu- 
tion of such products. 

“The wholesale hardware house 
may sell shovels, picks, bolts and nuts 
and such other supplies as to make 
him a dominate factor in the distribu- 
tion of such lines. In every case, he 
should have a well defined mill supply 
department on such items and be 
amenable to our code on such sup- 
plies. Hence, such houses should be 
invited to participate under our code. 

“The question of manufacturers’ 
agents is a problem more vital in some 
markets than others, but they should 
be considered. As you so aptly put it 
in your article, ‘such a policy would 
not invite additional competition, but 
rather curb it.’ 

“Tt seems to us that the manufac- 
turer should be the best judge in mak- 
ing a decision in this matter. All of 
us are hoping that any distributor who 
is not economically justified will ulti- 
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Face the Facts 


How many industrial supply dis- 
tributors are there in this country? 
Put this question to 10 people and 
you are likely to secure 10 different 
answers. In the eyes of some 
people, size seems to be the control- 
ling factor. With others, the func- 
tion performed serves as the yard- 
stick. Still others insist that a house 
should maintain an adequate pur- 
chased diversified stock of industrial 
supplies and equipment. Of course, 
the word “adequate” is confusing. 
What is an adequate stock to one 
may be wholly inadequate to an- 
other. Who is going to be the 
judge? Other factors to be consid- 
ered in determining whether or not 
a house should be classified as a 
distributor include the traveling of 
salesmen, the maintenance of an ac- 
counting system, and the rendering 
of delivery service. 

All of these things have a certain 
bearing on the situation, but in the 
final analysis, the only fair yardstick 
to use in arriving at a decision is to 
find out if a house buys industrial 
supplies from the manufacturer, 
warehouses them and sells them to 
industry. The performance of these 
functions is the determining factor. 
Whether a house travels one or 
twenty salesmen, maintains an aver- 
age stock of $20,000 or $200,000, 
occupies 5,000 feet of floor space or 
500,000 has no bearing on the situ- 
ation. 

That is the measuring rod Mill 
Supplies uses in building its verified 
list of distributors, plus the added 
safeguard taken in insisting that a 
distributor name at least five nation- 
ally known manufacturers, and usu- 
ally more, from whom he purchases 
on a distributor basis regularly. Al- 
though we are not attempting to set 
ourselves up as an authority as to 
who is or who is not a distributor, 
we lean strongly to the belief that 
if a house is functioning as a dis- 
tributor for a group of representa- 
tive manufacturers of supplies then 
no purpose is served by refusing to 


recognize such a house as a legiti- 
mate distributor. 

Now that this industry is operat- 
ing under a Code of Fair Competi- 
tion, it seems to us that the associa- 
tions—nation&al and local—should 
make every effort to bring every 
house, big and little, that sells indus- 
trial supplies and equipment into 
the fold. Such a policy will not 
invite additional competition, but 
rather curb it. It should be remem- 
bered that profits always have been 
and probably always will be deter- 
mined by those outside the pale of 
influence of the rank and file. You 
can’t curb competition by failing to 
recognize certain houses as distribu- 
tors. It’s far easier to control a 
situation when all competing factors 
are under one roof than when a 
large number are considered outcasts. 

If, under the new economic con- 
ditions, it is going to be possible to 
restrict in any way the establish- 
ment of new distributing outlets, 
such restriction must necessarily 
come through the manufacturer 
setting up certain requirements for 
concerns that are entitled to a dis- 
tributor’s discount. 

Since it is undoubtedly true that 
many of the questionable distribu- 
tors of today would be utterly un- 
able to survive if forced to operate 
under the code, it seems advisable 
to get them into the fold. Then 
they would have to prove their right 
to existence on the same basis as 
every other distributor. 

Because associations, as well as 
many individual distributors, turn 
the cold shoulder to this house or 
that will not change the picture one 
bit because distributors don’t have 
anything to say about who shall or 
who shall not perform the functions 
of distribution. That responsibility 
rests today as it always has with the 
manufacturer. 

It’s time for this industry to face 
the facts and build its organizations 
up to the point where they will be 
truly representative of the industry. 








The editorial which has been widely read and commented upon by distributors 


and manufacturers. 
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WHAT IS AN INDUSTRIAL SUPPLY DISTRIBUTOR? 


“The question of what constitutes a distributor of mill supplies is one 
of vital importance. It has been given considerable emphasis in the 
editorial ‘Face the Facts’ in the rebruary issue of Mill Supplies. 

“We understand that the editors of Mill Supplies have written a num- 
ber of distributors requesting their comments on the editorial. It is our 
desire, therefore, to call your attention to certain aspects of the question. 

“The editors of Mill Supplies state: ‘It should be remembered that 
profits always have been and probably always will be determined by 
those outside the pale of influence of the rank and file’ and also ‘dis- 
tributors do not have anything to say about who shall or shall not per- 
form the functions of distribution. That responsibility today, as always, 
has rested with the manufacturer.’ 

“The above statements are absolutely correct. Certain manufacturers 
have been selling their products at distributors’ prices to almost anyone 
in their effort to secure a market for their products, following no well 
defined sales policies, and without any apparent attempt or desire to 
check on the buyer’s qualifications as a distributor. This has resulted 
in excessive duplication of stocks and price-cutting competition. Demoral- 
ization with all its evils and harmful consequences naturally resulted. 

“Our Association long ago recognized this condition and conducted 
a campaign urging manufacturers to adopt fair selling policies. Its 
Distributors’ Creed was widely circulated, and emphasized the benefits 


resulting from the adoption by manufacturers of a policy of ‘selective - 


distribution.’ 


“The National Industrial Recovery Act gave us the legal right to set 
up a standard for the purpose of determining who are and who are not 
distributors. ,Anyone whose business conforms to that definition should 
be accorded the same privileges no matter where they are located. But 
those who pose as distributors, who print the word ‘distributor’ on their 
letterhead as a subterfuge, and who constitute the group ‘outside the pale’ 
and who are the disturbing factors have no place in the industry. 
In fact, President Roosevelt declared when he signed the N.I.R.A. 
that one of its purposes was to control the unfair 10% so that the other 
90% could compete fairly. 

“Manufacturers with well-defined distributor policies endorse cur defi- 
nition, but we cannot endorse the measuring rod suggested by Mill Sup- 
plies as it would include plumbing contractors, brokers, manufacturers’ 
agents, small retail hardware stores, and so forth. As to naming five 
nationally known manufacturers from whom such party purchases, we 
could without difficulty name 50 manufacturers who have no policy and 
will sell anyone who has the money to buy. 


“The industry in its Code of Fair Competition has fairly and defi- 
nitely defined a member of the trade. We do not believe that every 
retail hardware merchant or broker, regardless of what he may print on 
his letterhead, is entitled to recognition as a distributor. In fact, our 
definition is not as strong as we would like to make it and we hope in 
time it can be further strengthened, so that when those who fully perform 
the service and distribution of mill supplies may be properly designated 
as distributors. 

“Manufacturers should be urged to more carefully and selectively choose 
their distributors. Rumors have reached us recently that some manufac- 
turers are urging retail hardware dealers to add the word ‘mill supplies’ 
to their letterheads and on their signs, thereby being enabled to receive 
distributors’ discounts from these manufacturers. 


“Manifestly, such practices are unfair and if continued will ultimately 
destroy the benefits accruing to the industry through our Code. While 
under the Act we must not impose inequitable restrictions upon member- 
ship in our Association or in the Code, on the other hand this is not 
the time to ‘throw down the bars’ and recognize as distributors those who 
do not conform to the definition in the Code. 

“Manufacturers under their Codes are endeavoring to correct their 
unfair practices of the past when they sold to every ‘Tom, Dick and 
Harry’ and if there ever was a wrong time to indiscriminately recognize 
every one, this is the time. 

“We believe Mill Supplies honestly desires a true expression of the 
views of the trade on this subject, and whether or not you have been 
invited to do so we suggest that you write them with reference to their 
editorial ‘Face the Facts.’ Naturally, those who are not truly mill supply 
distributors, but who pose as such will endorse many of the statements 
made in this editorial. Consequently, the views of those whose identity 
cannot be challenged should also be presented. 

“We hope that you will write Albert E. Paxton, editor of Mill Supplies, 
on this subject, sending us a carbon of your letter.” 











This letter was sent by The National Supply and Machinery Distributors’ 


Association to members. 


mately pass out of the picture.” W. 
C. Hunter, president, The Ross-Wil- 
loughby Company, Columbus, Ohio. 

“In your editorial, you are dis- 
cussing a subject which had serious 
and conscientious consideration in 
many of our conferences while we 
were working on the Code. 

“Tam not sure that I read your 
editorial and react in the same spirit 
that it was written. It seems to me, 
reading between the lines, that you 
are under the impression that certain 
obstacles have been placed in the way 
of certain houses which may keep 
them from being recognized as a part 
of our industry. As a matter of fact, 
we are endeavoring to be as broad- 
minded as possible and every effort is 
being exerted to get every distributor 
into the Association. Even if certain 
distributors do not join the Associ- 
ation we recognize them as being in 
the industry, if they are entitled to 
such recognition. 

“On the other hand, we believe it 
essential that a standard be set up, 
fair and equitable to all concerned, as 
to what constitutes a distributor. The 
definition in our code, I believe, comes 
pretty close to hitting the mark. 
No restrictions are placed on the 
amount of capital, neither are any 
definite restrictions set up as to how 
many salesmen are employed. How- 
ever, we do believe that a distributor 
should have a certain amount of capi- 
tal, purchase the goods on the lines 
he represents, have a warehouse, 
travel salesmen and carry the ac- 
counts. If the bars are let down too 
far, we would then be forced to recog- 
nize manufacturers’ agents and cer- 
tain brokerage houses. If we did that, 
the standard of distributors would be 
lowered and our appeal to high-class 
manufacturers would lack force. 

“Summing up, we want to be abso- 
lutely fair to every distributor, large 
and small, and they will receive a 
welcome from our organization if 
they can qualify according to our 
definition.” Harry E. ‘Ruhf, sales 
manager, The Cleveland Tool and 
Supply Company, Cleveland. 

« 

“T have read with much interest your 
editorial, ‘Face the Facts,’ and endorse 
fully the position which you take. One 
of the great benefits that should ac- 
crue from the National Recovery Act 
and the Codes that have developed 
under its provisions, is the oppor- 
tunity that has come to each industry 
and each corporation or partnership 
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to justify its existence. The time has 
come when the worthwhile must be 
sifted from the worthless.” Howard 
Coonley, president, Walworth Com- 
pany. 2 


“The members of: the industrial 
supply trade in the Pittsburgh terri- 
torial area have organized a club and 
invited all concerns distributing in- 
dustrial supplies to join. From this 
you will note that the distributors in 
this area concur in the editorial by 
Mr. Paxton. 

“T have done considerable work in 
assisting to organize the Pittsburgh 
area with the view of having all dis- 
tributors function in accordance with 
the Code of Fair Competition for the 
Industrial Supplies and Machinery 
Distributors’ Trade. In connection 
with this work, I have not found it 
difficult to persuade all distributors to 
join the club. However, there is a tre- 
mendous amount of resistance on the 
part of certain distributors when we 
attempt to have them join the Nation- 
al Association or to pay a pro rata 
share for the preparation and admin- 
istration of the Code. 

“Our local club certainly has not 
turned the cold shoulder to any dis- 
tributor and insofar as I know the 
National Association is perfectly will- 
ing and anxious to enroll in its mem- 
bership distributors of industrial sup- 
plies regardless of the size of the con- 
cern. 

“Tt seems to me that an editorial by 
Mr. Paxton setting forth the respon- 
sibility of all industrial distributors, 
insofar as the Code is concerned, 
would be very well received by the 
National Association, local associa- 
tions and men who are attempting to 
secure compliance with the provisions 
of our Code. 

“The editorial by Mr. Paxton is a 
most excellent one and we wish to 
commend him and sincerely hope that 
in one of your issues we will see an- 
other editorial along the lines sug- 
gested here.”s G. H. Cherrington, 
president, Standard-Machinists’ Sup- 
ply Company, Pittsburgh. 


“We believe that the factors which 
determine who is a mill supply dis- 
tributor are those stated in your edi- 
torial. Houses which may handle 
only a line or two of industrial sup- 
plies in conjunction with some other 
line of business should be made to 
function under our industry’s code. 
Manufacturers should be discouraged 
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— matter of recognizing 
competition in every trad- 
ing area and forcing it to oper- 
ate under the industry’s code of 
fair competition so that every- 
one will have to abide by the 
same rules is of vital concern 
to every distributor. In this 
way only can the competitive 
standards of the industry be 





CONTROLLED OR CUTTHROAT COMPETITION? 


put on a satisfactory basis. Per- 
mit some houses which are in 
the business of buying, ware- 
housing and selling industrial 
products to remain “outside the 
pale of influence” due to the 
technicalities of interpreting 
definitions and you open the 
door wide to continued cut- 
throat, destructive competition. 








from cooperating with all such houses 
which refuse to join their local mill 
supply group. 

“The National Association, we 
think, should encourage local groups 
to get all factors in the sale of indus- 
trial supplies to function under the 
Code. If you are compiling a list of 
qualified distributors and can also 
obtain a list of those who dabble more 
or less in the business and distribute 
such lists to the trade associations and 
local clubs with the request that they 
consolidate those who are on the out- 
side with those who are members, you 
will have done a great work.” J. P. 
Kemp, Kemp Machinery Company, 
Baltimore. 

. 


“We are in sympathy with the 
stand you have taken in your editorial 
‘Face the Facts.’ We believe that any 
company ought to be considered and 
treated as a distributor, regardless of 
size, when it carries a representative 
stock of our products. Even though 
the stock carried may be a small one, 
if it is ample to service the customers 
in the territory, a house is perform- 
ing the functions of a distributor and 
should be treated accordingly.” D. 
W. Northup, president, The Henry 
G. Thompson and Son Company, 


New Haven. 
@ 


“We entirely agree with the opin- 
ions you have expressed in your edi- 
torial ‘Face the Facts.’ Particularly 
do we think that every effort should 
be made to bring all industrial supply 
houses into our Association. We have 
had several cases if our own territory 
where it was questionable whether or 
not the smaller distributors were 
entitled to membership in our local 
mill supply association. After due 
deliberation, we deemed it advisable 


to take them in with us. We thought 
it expedient to make this move be- 
cause we believed it would be better 
to have them with us than outside of 
the Association where they might 
do some harm.” W. W. Peacock, 
Charles C. Lewis Company, Spring- 
field, Massachusetts. 

« 

“You are to be complimented for 
the views you have expressed in your 
editorial, ‘lace the Facts.’ | am par- 
ticularly pleased with the thought car- 
ried in the last paragraph.” Charles 
EK. Curtis, president, The Western 
Iron Stores Company, Milwaukee. 

« 

“Your editorial is most timely and 
views the situation most frankly, cov- 
ering it from the broad viewpoint. 
You have given distributors some- 
thing to think about and they will do 
well to take inventory of conditions 
in their immediate location and act 
quickly upon their findings. 

“Your magazine is working along 
the right lines and the thoughts you 
express from time to time are most 
helpful.” Ray C. Neal, R. C. Neal 
Company, Buffalo. 

e 

“The answer to the question ‘How 
many industrial supply distributors 
are there in the country?’ is so con- 
troversial that I prefer not to get into 
any argument about it. Suffice it to 
say I am not at all in agreement with 
you as to the number of legitimate 
mill supply distributors in the coun- 
try. I do know that our Association 
is making every effort to receive into 
its membership every legitimate sup- 
ply house in the South. 

“Another point in your editorial 
with which I entirely disagree is 
your statement that ‘Whether a house 
travels 1 (Continued on page 63) 
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The Duncan “movie” is shown 
on a small screen which is 
built right into the projector 
and can be set up on the pros- 
pect’s desk. The picture, which 
takes but 16 minutes to run, 
gives the prospect a quick pic- 
ture of Duncan’s facilities for 
handling his industrial supply 
and equipment needs. 





Two Plans for Increasing 1934 Sales 


How the R. C. Duncan Company aims to stimulate 


HROUGH the long hard years 

of depression, most businesses 

had to think in terms of savings. 
As keen as the desire may have been 
to intensify and expand sales activi- 
ties and increase sales promotional 
efforts, it was necessary to step cau- 
tiously when it came to making ex- 
penditures which weren’t absolutely 
necessary. Many of us have become 
so used to cutting expenses that it is 
difficult now to take advantage of the 
business upturn, which we have been 
experiencing for some months, by 
broadening the scope of our activities. 
The experiences of the immediate 
past naturally have developed within 
us a spirit of extreme cautiousness. 
This is not true alone of the supply 
business, but of practically every line 
of endeavor. 

However, with business definitely 
better, it behooves every distributor 
to take stock of his operations to see 
where they can be so strengthened as 
to capitalize fully on the new oppor- 
tunities. The R. C. Duncan Company 
of Minneapolis has done that very 
thing and while its new program is 
in its infancy, it gives promise of not 
only meeting, but exceeding the ex- 
pectations of the company. 

In a recent interview with R. C. 
Duncan, president of the Company, 


14 


business this year 


the new program was fully explained. 
Designed to increase sales, the pro- 
gram divides itself into two parts: 
1. During each month of this year, 
special sales campaigns are being con- 
ducted on one or more of the key lines 
handled by the company. 2. A mov- 
ing picture has been taken which 
shows in detail the company’s facili- 
ties for taking care of the industrial 
supply needs of its territory. 

[In connection with the first part of 
the program, the following letter was 
sent to manufacturers : 


During every month this year our com- 
pany will concentrate on the products of 
one or more of the manufacturers whom 
we represent. 

The month of May is to be devoted to 
your products. 

In order that we may accomplish the 
desired results, we would appreciate your 
cooperating in the following ways: 

1. The items on which we will put 
forth the most effort will be, (names of 
items listed). 

2. Please send a liberal supply of liter- 
ature describing these items. Imprint with 
our name as follows: 

Regional Distributors 
R. C. DUNCAN COMPANY 
411-419 Washington Ave, N. 
Minneapolis, Minnesota. 

The literature required is both small 
for envelope stuffers and any larger 
pieces which may show construction more 
in detail. 

3. Kindly arrange for your sales engi- 
neer to be on hand part, if not all of 
this month. If he cannot remain through 


the month, we would prefer that he ar- 
range to be here both at the first and last 
of the month. We would like to know 
definitely of his arrival date so that a 
full program may be arranged in antici- 
pation of his coming. 

4. Send us any placards or other dis- 
play material which may be used during 
the month around our city desk and in 
our windows. 

5. Send eight samples—if possible—of 
all items mentioned. If they are made so 
that they can be cross-sectioned to show 
construction, please send them that way. 
Do not send more than the eight samples 
requested. These are for the use of our 
salesmen exclusively. 

6. If you have such a thing send us a 
liberal supply of samples or novelties for 
distribution to the trade. These may be 
of the products mentioned or other mate- 
rial which will emphasize the line and the 
manufacturer’s name. 

7. Every week during the month please 
send to each of our salesmen (list en- 
closed) pertinent selling facts on your 
products mentioned. These should be 
mailed so as to reach our men on Mon- 
day morning sure. 

The letters should embody these and 
any other features which may occur to 
you as sales helps: 

a. Mention the outstanding features of 
your line particularly those on which we 
are concentrating. 

b. Tell about your company’s past his- 
tory, growth and the like. 

c. Tell about the application of your 
products and make particular mention of 
any that are novel and might make good 
sales points. 

d. Give facts on what every user 
should know about the care of your prod- 
ucts and how he can get the most use 
from them. 
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e. What is there in your line that is 
different from competitors? 


That information will help make sales. 


These are merely suggestions. You may 
have more ideas. If so, send them along. 


If you are a believer in bonuses, prizes 
or anything that may stimulate the men, 
let us have your suggestions, 


Bear in mind please, we are acting as 
your branch office. This is your oppor- 
tunity to get YOUR men better ac- 
quainted with YOUR line. We will leave 
it to you. 


We are out to make 1934 the biggest 
year in our history. We are convinced 
that modern business will progress only 
through the proper merchandising of its 
products. 

The response to this letter was ex- 
cellent. Manufacturers were willing 
and anxious to cooperate. This, of 
course, is highly essential to the suc- 
cess of the program. The following 
excerpts from manufacturers’ letters 
show definitely just how they regard 
the plan: 

“We have your letter of January 3 
and are very much pleased to hear of 
your plans for February. We feel 
that this merchandising policy should 
produce results and we are very glad 
to do all we can in a cooperative way 
to support your efforts.” 

“You may count upon us to cooper- 
ate with you to the fullest extent. 
Later on, we will write you in compli- 
ance with your letter which involves 
a number of points, so that every- 
thing will be available in ample time 
to be of according to your 
schedule.” 


use 


“Your letter of January 3 is at 
hand, and we want to compliment you 
on the very thorough manner in which 
vou have set about to increase your 
business during 1934. The plan is 
excellent, and just this morning we 
had an opportunity to show this to 
one of the leading advertising agencies 
and they commented on it most favor- 
ably.” 

“We will arrange to assist you in 
the direction you have indicated, and 
inasmuch as we expect to have a new 
product available by that time, we are 
quite sure that the month of April can 
be made very interesting to your sales 
organization.” 

“This is a wonderful idea,” Mr. 
Duncan, and I know it will bring you 
some excellent results throughout the 
year. I wish that all of our distribu- 
ors had the same amount of initiative 
and would put on similar campaigns.” 

“We welcome the opporunity of 
sending a weekly letter during the 
month of February to each of the 
salesmen whose names you submitted 


MARCH, 1934 





with your letter. We shall do our best 
to bring out some points to make 
them mindful of the sales opportuni- 
ties on our products and help them in 
their selling jobs.” 

“Your ambition to make 1934 the 
biggest year in your history is com- 
mendable, and the most logical way to 
accomplish your purpose is an intelli- 
gent concentration of sales efforts. 
We wish you the largest measure of 
success.” 

While at the time of this writing the 
sales program was just getting under 
way, sales results, during the first few 
weeks, were such as to indicate that 
the effort will be highly satisfactory. 


HE second link in Duncan’s sales 

building campaign has to do with 
a problem which faces every distribu- 
tor. The average customer or pros- 
pect of a distributor seldom, if ever, 
visits his place of business. There- 
fore, it is a difficult proposition to 
visualize to users the facilities which 
you have to offer. True, your sales- 
men do their best to inform users of 
the complete and diversified stocks 
carried, the adequate warehousing 
facilities maintained, the trucks and 
other vehicles operated to insure 
prompt delivery service and the effi- 
cient, intelligent telephone salesmen, 
city desk men, stockmen and others 
who are employed to render service. 
But, despite these word-of-mouth 
efforts, they are not as impressive or 
as apt to stick with a buyer as when 
he sees them with his 


own eyes. 


There is an old saying that “seeing is 
believing,” 


which certainly applies 
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Projector, film and all is carried in a 
convenient lightweight case, making 
it easy for the salesman to handle. 





here. “If we hope to make our trade 
really believe that we are capable of 
handling their industrial supply re- 
quirements to their entire satisfac- 
tion,” thought Mr. Duncan, “we must 
figure out some way of showing our 
facilities. Getting buyers to come to 
your business establishment is a long, 
tedious job and next to impossible of 
accomplishment. Why not then,” 
thought Mr. Duncan, “arrange to 
bring our store to our customers?” 

The most effective way of accom- 
plishing this purpose was to take 
“movies” of the Duncan establish- 
ment. No sooner had the thought oc- 
curred, than Mr. Duncan started fig- 
uring on how the job could best be 
done. After making complete inquiry 
and discussing the whole matter with 
his organization, Mr. Duncan decided 
to rent a camera and “shoot” the pic- 
tures himself. This was done and the 
results entirely satisfactory. 

It takes 16 minutes to see the com- 
plete Duncan picture which takes you 
on a quick trip through the entire es- 
tablishment, introducing you to men 
within the organization, taking you 
through the office and warehouse, 
showing you the complete stocks of 
the various items handled and point- 
ing out to you the facilities available 
which will insure the rapid handling 
and delivery of orders. 

The picture is shown on a small 
screen which is built right into the 
projector and can be set up on the 
ordinary office desk. 

The “movie” idea is new to the 
Duncan Company, but two prelimi- 
nary showings to a group of men 
brought such responses as, “I never 
realized you had such a complete or- 
ganization ;” or “Why didn’t you tell 
me you handled thig item or that?” 
etter than the reactions, two orders 
were actually received on merchandise 
never before bought from the com- 
pany by the purchasers. The picture 
held our interest throughout and we 
were willing to admit that it was a 


great sales tool for the salesmen. 
“But,” we inquired, “how much 


money is involved ?” 

We were just as surprised as you 
are going to be when Mr. Duncan 
said, “Up to now, we have less than 
$100 in the entire picture, and that 
includes the cost of the projector 
which we purchased outright.” 

Enthusiastically received by the 
entire Duncan organization, these 
two plans give promise of stimulating 
sales materially throughout the year. 
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Survey Shows That Distributors 
Approve N RA 


Four months of operation under a code finds the large majority 
of the opinion that it has reduced unfair competition, increased 
profits and bettered the distributor’s position with manufacturers 


and users. 


Replies from 150 distributors in 38 states show only 


15.5% feel that the Code discriminates against small houses. 
Employment shows a 15.3% increase since the passage of the law 


r \HE walls of Congress have been resounding for 
weeks with complaints against the NRA on the 
grounds that it discriminates against the small 

business man. Many newspapers have taken up the cry, 

citing a “John Jones” here and a “Henry Smith” there, 
who have been vitally hurt by codes of fair competition. 

MILL Supplies was at a loss to explain these seem- 
ingly authentic howls since our industry or “trade” has 
been operating under a code for some four months and 
we were quite sure that if there were complaints in any 
appreciable number, we would have had some wind of it. 

Nevertheless, it was determined early in February to 
take a cross section of the industry with the idea of 
finding out just how distributors felt about the NRA. 

A questionnaire was sent to 


tive answers came from relatively small distributors. 

To clarify this response, we asked those replying in 
the affirmative to state wherein such discrimination 
existed. Some of the comments follow : 

“By quantity differentials and higher cost of materials.” 

“We don’t think small distributors can afford as many 
part time workers as large distributors.” 

“Operating under the codes of manufacturers requires 
far more capital than many small dealers have. Many 
stocks that were consigned are being done away with 
and it is a case of buy stock or lose the line. Small busi- 
ness houses cannot stand this and will be forced out of 
business. We feel that the codes are for the big busi- 
nesses and favor them and why shouldn’t they, as in 
most cases they were drawn 








500 distributors of various 
sizes and descriptions in all 
parts of the country. The re- 
plies, over 150 in number, 23. 
indicate clearly that the wail- 
ing and gnashing of teeth 
must certainly be coming 
from other parts. These re- 
plies came from distributors 
in 110 cities in 38 states and 
certainly should be represent- 
ative of the feeling of the 
industry. 

First the question was 
asked, “Do you feel that the 
Code for the Industrial Sup- 
plies and Machinery Distrib- 
uting Trade discriminates 
against the small 
tor?” 

To this, 84.5 replied in 
the negative, while the re- 
maining 15.5% thought that 
it did. Let it be said here that 
many of those replying in the 
negative employ only four or 
five people, while some few of 
those answering “Yes” employ 


distribu- 











Before NRA 


Average Number of Employees perHouse 


265 


up by the big ones.” 

“It only adds expense for 
administration which can be 
better covered by local asso- 
ciations. Codes are subject 
to many interpretations and 
cause confusion.” 

“Through stabilization of 
prices and eliminating price 
cutting.” 

“Codes were made up by 
big business, discriminating 
against smaller business in 
the same line by scaled quan- 
tity prices, thus eliminating 
the small distributor as com- 
petition on inquiries of any 
consequence.” 

“For reason of the ability 
of large purchasers to pro- 
cure lower prices on larger 
quantities than can the 
smaller jobber.” 

“Help is more arrogant and 
not willing to work as for- 
merly.” 

“While we do not know as 
this code affects us, the Steel 














50 or 60. Quite naturally, 
however, most of the affirma- 
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Increase in employment among reporting houses since 
the passage of the NIRA amounts to 15.3%. 


Code, Pipe, Valves and Fit- 
tings Code and Soil Pipe 
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Code are all detrimental to the interests of the small 
distributor.” 

“Due to qualifications.” 

“By asking the small distributor to buy package lots 
which calls for increase in capital that is nearly impos- 
sible to borrow.” 

“In adding quantity extras and penalizing the small 
shipments, notably in the purchase of steel.” 

Several more comments were submitted, but like so 
many of the above, the complaint is not against the Code 
for our industry but against the codes of various manu- 
facturers. Considering the percentage of negative 
answers and tone of the above comments, an unbiased 
observer would certainly be justified in deciding that 
the Code of Fair Competition for the Industrial Supplies 
and Machinery Distributing Trade does not, in general, 
discriminate against the small distributor. 

While commendatory reactions were not solicited, the 
following are perhaps expressive of the feelings of many : 

“No fair-minded man can show you that it discrimi- 
nates against any honest distributor.” 

“Most wonderful in every respect. It should assist the 
small dealer as well as the large—no one can obtain 100% 
in his line and the increase, if business has been run 
above-board, should be felt by all.” 

So much for the “discrimination” question. 

Next, MILL SuppLies wanted to see whether the Code 
had produced the increased employment aimed at by the 
authors of the NIRA. Distributors were asked to list 
the number of employes they had before the law was 
signed and the number they have now. 

Prior to the passage of the law, 112 houses reporting 
employed 2,577 persons, an average of 23 per distributor. 

At the present time, these same houses are employing 
2,970 persons or an average of 26.5 per house. 

This is an increase of 15.3% over the period and is 
commendable, but if the same small increase holds true 
throughout all American business, it is not difficult to 
see why Washington has been buzzing with talk of a 
50-hour week and a 32-hour week. 

Now to further questions. Distributors were asked, 
“Do you feel that the NRA has reduced unfair com- 
petition ?” 

To this, 81% replied “Yes,” while 19% held the 
opposite view. 

They were asked, “Has it helped your profits ?” 

The affirmatives to this numbered 76.8% and the nega- 
tives 23.2%. 

Next, the question was asked, “Have users shown an 
increased or decreased desire to buy from the distributor ?” 

It is extremely encouraging to note that 67.0% re- 
ported an increased desire, 24.8% no change and only 
8.2% a decreased desire. From this it may well be 
deduced that while manufacturers’ codes may have 
proved discriminatory in some cases, they must be given 
credit for having gotten across the idea that it is more 
economical in most cases to buy from the distributor. 

Finally, the question was put, “Have manufacturers 
shown an increased or decreased desire to cooperate with 
distributors ?” 

To this question 85.5% replied in the affirmative, 
10.7% had noticed no change and 3.8% only answered 
negatively. It seems evident, therefore, that when manu- 
facturers sit down around a table and decide not to sell 
their products below their cost, (Continued on page 78) 
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DO YOU FEEL THAT THE CODE FOR 
THE INDUSTRIAL SUPPLIES AND 
MACHINERY DISTRIBUTING TRADE 
DISCRIMINATES AGAINST THE 15.52 
SMALL DISTRIBUTOR ? 
YES 


84.52 
NO 








DO YOU FEEL THAT THE 
NRA HAS REDUCED UN- Te) % 
FAIR COMPETITION ? 70 


NO 


81 % 
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HAVE USERS SHOWED AN 

INCREASED OR A DECREASED 

DESIRE TO BUY FROM THE 8.27 
DISTRIBUTOR ? 





DECREASED 


24.8% 





NO CHANGE 
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INCREASED 











HAVE MANUFACTURERS SHOWED 


AN INCREASED OR A 
DECREASED DESIRE 3.829 
TO COOPERATE WITH 
DISTRIBUTORS ? DECREASED 


10.7% 
NO CHANGE 


85.5% 


INCREASED 
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Let Jim tell you 
how he made 
Osborn Brushes 


a leading line 


The Making of 


M ELL, fellows, if you want to know how | became ‘brush con- 
scious’, here's the story. 


"| was after volume .. . profitable volume. (We all are!) To get it, 
| knew | must try to make every call count. Some lines are good but 
not every customer is a prospect. | What wanted was at least one 
strong line that every customer buys. | 


"With that as a leader, | felt | could still give adequate attention to 
our other important lines. 


"After a lot of thinking, | chose Osborn Brushes as the line to push 
on every call. Every customer needs one or more kinds. Osborn 
Brushes meet practically every requirement. 


"This fact made me ‘brush conscious’. Osborn furnished all the sales 
information | needed to start. That made it easier to go into action. 














—_QOrver.— 
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One or more kinds of Osborn Brushes are used in every plant. 


“Brush Conscious” 


‘Everywhere | call, | talk Osborn Brushes. Wher- 
ever possible | try to have a customer standardize 
on Osborn Brushes. Wherever they have, it has 
worked out fine .. . for the customer and for us. 
Repeat business is coming in automatically. 


"That's the story. You fellows can do as good or 
better. But you have to be “brush conscious.’ 


(Osborn is ready with 100% assistance 


for every “Brush Conscious” Salesman) 


THE OSBORN MANUFACTURING COMPANY we, 


5401 Hamilton Avenue — Cleveland, Ohio om 
Sales Offices: New York, Detroit, Chicago, San Francisco 











(See below for ‘’Key to IIlustration.’’) 


Salesman 





Key to Illustration 

. Paint and Varnish Brushes 
. Wire Wheel Brushes 

. Wire Scratch Brushes 


. Counter Brushes 

. Miscellaneous Brushes 
. Upright Bass Brooms 
. Floor Brushes 

. Fibre Wheel Brushes 
. Window Brushes 


so eon ere wn ew UN 


° 


. Push Brooms 
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Can Distributors Make 
Advertising Pay? 


The first of two articles devoted to a discussion of advertising 
methods applicable to the complex publicity problem which confronts 


every distributor of industrial supplies. 


Mr. Stoddard’s second 


article will appear in the April issue 


By 


JOHN D. STODDARD 


Iowa Machinery and Supply Company 
Des Moines, Iowa 


I’ a disinterested critic were asked to put his finger 
on the weakest link in the operation of the average 
supply house, there is little doubt but what his at- 
tention would be drawn first to its publicity activities. 

It is hard to say what has caused the prevalent lack 
of interest in advertising among industrial supply dis- 
tributors but one thing is certain—much of the business 
which they now lose to manufacturers selling direct or 
to other distribution outlets, can be directed to their 
order books if they will make an effort to acquaint their 
customers with the services they perform and the prod- 
ucts they carry in stock. 

Doubtless, hundreds of mill supply executives have 
been in agreement with the above thinking but have 
been at a loss to select the proper medium and to most 
effectively tell their stories. I have been asked by MILL 
SUPPLIES to relate some of my experiences with adver- 
tising in this field with the thought that they might 
prove helpful to others faced with similar problems. 

As to mediums, I quote from Sloan and Mooney, 
two nationally known advertising authorities, who spent 
several years studying advertising methods and results 
in this field. “By far the most dependable advertising 
for the dealer of machinery, mill supplies, heavy hard- 
ware and power transmission equipment is that form 
known as direct mail.” 

Contacts with various dealers who have employed di- 
rect mail publicity skillfully and carefully seem to bear 
out this contention. A few examples follow: 

A Pittsburgh firm selling electric coal mining ma- 
chinery mailed 676 letters to prospects, offering small 
centrifugal pumps. The results, within three weeks, 
were 21 replies, 5 inquiries for pumps and 3 sales. The 
profit on 3 sales was $470. The cost of the advertising 
was $48.27. It is worthy of note that the 21 replies, 
5 inquiries, and 3 sales were all new business, and that 
the 3 sales were closed entirely by mail. 

As an experiment, our firm, sent out a circular sales 
letter advertising emergency tire chains to only 146 cus- 
tomers who were picked from our books at random. Our 
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first two orders alone paid for the entire cost of the 
postage, materials and addressing. 

A firm in Elgin, Illinois, which was pushing the sale 
of a chronometric tachometer, a device one would nat- 
urally think hard to sell by mail, sent out a circular with 
a return unstamped postal card asking for a catalog. 
These pieces were sent to a select list of 1900 engineers. 
The results were 275 returns, of which 46 were sales, 
and a considerable number of the others were future 
prospects. Personal solicitation was tried out and found 
to be a failure. 

Before we go further, let me dismiss the idea from 
your mind that I would have everyone convert his or- 
ganization to a mail order outfit and eliminate his sales- 
men. I do feel, however, that direct mail advertising, 
properly employed, can be used to accomplish the fol- 
lowing results for your company at a very small cost: 

1. Bring in sales, by mail order, from points inacces- 
sible to salesmen and on articles too small for salesmen 
to push. 

2. Bring in inquiries for the salesman to follow up 
or for direct conversion by mail. 

3. Reinforce salesmen’s activities by sustaining in- 
terest between calls and presenting additional arguments 
to keep alive the interest which may have been created 
where a sale has not been actually produced. 

4. Revive interest in any list of inactive customers. 

5. Make special efforts or drives in selected sections 
of the territory. A given section may be new or may 
not be yielding as much business as expected. 

6. Meet unexpected conditions, such as unusual 
weather and political situations such as the CWA has 
produced. 

7. Distribute samples. 

In order to accomplish the foregoing results, it is 
essential that great care be used in preparing mailing 
lists and in composing letters. 

Many mill supply houses have found the most suc- 
cessful way to arrange mailing lists is to segregate 
prospective customers into groups, such as mines, fac- 
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Every good sales letter should be designed to: 
1. Secure attention 
2. Arouse interest 
3. Produce conviction 
4. Secure action 
Analyze this letter addressed by Mr. Stoddard 
to prospects for roller bearings. It meets each 
of these four important requirements. 





tories, contracting firms, sand plants, creameries, boiler 
plants and others, so that each group will receive only 
literature in which they are apt to be interested. Cer- 
tainly it is folly and a waste of money to solicit a 
creamery for trench pumps! Classified lists can elimi- 
nate this very thing. These registers can be secured 
from ledger accounts, memberships in trade organiza- 
tions, building permits, licenses, and supplemented with 
salesmen’s suggestions. 

The writing of an effective circular letter is an art in 
itself and cannot be discussed at length here. How- 
ever, if the four old standard laws of advertising are 
kept in mind when fabricating the letter, your problem 
is made much easier. They are: 

1. To secure attention. 

2. To arouse interest. 

3. To produce conviction. 

4. To secure action, 

Usually, general mailings will bring a 2% return if 
the article is priced below $10.00. However, if your 
sales letter is well written, a good circular enclosed, and 
your mailing list well chosen, the returns in the mill 
supply field may rise to 7%. I realize, of course, that 
seven orders in a hundred won’t make us rich over 
night because you have to figure your cost of selling at 
about $3.00 per order, regardless of the price of the 
article. However, like other business groups, the mill 
supply house depends for its profits on the continued 
manufacture of customers, and therein lies the real value 
of direct-mail advertising. All mail order houses along 
with the chain stores have come clearly to recognize 
this tremendously important fact. 

To manufacture a sufficient number of customers 
and at the same time permit a little greater profit mar- 
gin, the mail order house, like the rest of us, has to 
build up a bigger unit. Unfortunately, the chances of 
many direct sales on an article, priced over $10.00, on 
the first mail, are apt to be disappointing. So the 
“two step” method of direct mail selling came into 
vogue. The first letter is devoted not to selling, but 
solely to securing a signed request for more informa- 
tion, generally on a printed postcard. 

Since it is a reasonable assumption that any man 
who wen’t return a non-committal inquiry is even less 
likely to send a purchase order, huge lists of names are 
quickly and profitably reduced to small lists of actual 
prospects for vigorous follow-up. Names for the sec- 
ond, or sales letter, are selected from these inquiries. 
It is at this point that the mill supply salesman can, 
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2/8 917 WEST COURT AVENUE 


TELEPHONE SOIT 


achinery 
&% Supply Co. 


DES MOINES. IOWA 


TRANSMISSION 


Dear Sir: 
BELTING 


PAPER If you are using line shafts in your plant - 
PULLEYS 

WOODWORKING 
MACHINERY 

MACHINE SHOP 
TOOLS AND 
EQUIPMENT 

ELECTRIC 
MOTORS 


Would you like to be able to deduct 18% of your 
power bill each month and keep it as extra profit? 


Simply by installing Blank Roller Bearings in 
your hanger frames instead of the ordinary bearings will 
enable you to do this very thing. That is not all - 
Blank Roller Bearings will cut your bearing maintenance 


PUMPING expense approximately ee. 


MACHINERY 


AIR COMPRESSORS One plant appropriated $10,000 to replace 


bdabbitted line shaft boxes with Blank Roller Bearings. 
They saved $5,400 the firet year on power; $750 on 
maintenance; &240 on lubrication. This total of $6,390 
represents a return of 63.9% on the initial investment. 
In another seven months the bearings paid for themselves 


ELECTRIC 
DRILLS AND 
GRINDERS 

CONTRACTORS’ 
TOOLS AND 
EQUIPMENT 

WATERWORKS 
MACHINERY AND 
SUPPLIES 

ENGINEERS’ 
TOOLS AND 
SUPPLIES 

BOILER ROOM 
SUPPLIES 

HOISTING 
EQUIPMENT 

WAREHOUSE 
TRUCKS 


We shall be glad to have a salesman rive you 
an estimate on equipping your plant with Blank Roller 
Bearings so that you too can make extra profit. Just 
sign the enclosed card. 


Very truly yours, 


Iowa Machinery and Supply Co, 
PIPE, VALVES AND 
Frirrincs 
WIRE ROPE 
HOSE 
BOLTS 
MACHINE SHOP 


FOR GENERAL 
REPAIR WORK 











in many cases, carry on the sale to a conclusion more 
effectively than any further solicitation by mail. 

Next to the actual customer list—the platinum of the 
mail order man’s treasures—these Select prospect lists 
are used profitably not only for subsequent mailing of 
the same proposition, but for circularizing on any sim- 
ilar project thereafter. 

Some prospective advertisers are troubled with the 
problem of which class of mail to use. The late 
George L. Louis, who made a life study of direct sell- 
ing, said at the Chicago Direct Advertising Conven- 
tion, “I send out no third-class literature.” 

On the other hand, at the Cleveland convention the 
following year Lloyd Mansfield of the Buffalo Spe- 
cialty Company said, referring to the president of his 
company, “His prificiple, in going out to the trade all 
over the country, is to use third-class mail. He has 
tried both a number of times. He can make more 
money per return using first-class mail but the returns 
certainly do not warrant it.” 

The latter company used the so-called “penny-saver” 
envelopes which give the appearance of a sealed en- 
velope but which are open to postal inspection at the 
ends. It is my own personal contention that in the 
mill supply field third-class postage is the most prof- 
itable. 

Finally, the extreme importance of properly han- 
dling inquiries received from a mailing cannot be 
over-emphasized. The value of the inquiries is almost 
totally dependent upon the manner in which they are 
handled and followed up. If carefully scrutinized, the 
correspondence coming into (Continued on page 79) 
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A Survival of the Fittest 


AST month, under the heading “Face the Facts,” 
MILL Suppvies raised the issue as to whether a 
restrictive or liberal interpretation of the defini- 

tion set forth in the Code as to who is an industrial dis- 
tributor, would be in the best interests of the industry. 
We stated that in our opinion, “if a house is functioning 
as a distributor for a group of representative manufac- 
turers of supplies, then no purpose is served by refusing 
to recognize such a house as a legitimate distributor.” 
[t is our belief that the way to control unfair competition 
is to insist that everyone abide by the same rules. This, 
in fact, is one of the major accomplishments aimed at 
by the National Recovery Administration. The extent 
to which our industry will be able to eliminate unfair 
trade practices will depend largely upon how successful 
it is in getting all competitive factors operating on the 
same competitive basis. There is a preponderance of 
evidence to show that this industry endorses the stand 
taken by MILL Suppvies, as is shown in the letters pub- 
lished elsewhere in this issue. Some distributors, whose 
interest in the welfare of the industry cannot be chal- 
lenged and whose legitimacy cannot be questioned, go even 
further than Mitt Suppvies in their interpretations. 

In some instances, our editorial has been interpreted 
in such a way as to indicate that MiLt Suppvies favors 
lowering the bars so far as definitions are concerned so 
as to permit anybody to qualify as a distributor and hence 
buy at prices lower than to which they are entitled. 

Nothing could be further from our thoughts. We do 
not believe that a house should be entitled to classifica 
tion as a distributor simply because it prints “distributor” 
on its letterheads and over its place of business. We 
repeat our belief that the only fair measuring rod to use 
in classifying a distributor is “to find out 1f a house 
buys industrial supplies from the nianufacturer, ware- 
houses them and sells them to industry.” 

3y way of clarification, when we say sell to industry, 
we do not mean an occasional over-the-counter sale which 
any retail hardware store might make, but rather the 
maintenance of at least one salesman whose job it is to 
solicit industrial plants regularly for supply business. 

As a matter of fact, Mitt Suppties is not especially 
concerned with the technicalities of definitions as they 
apply in this instance. However, we believe most em- 
phatically that every concern now functioning as a dis- 
tributor of industrial supplies, either wholly or in part, 
should be forced to operate under the industry’s code. 

Most of the evils in the trade have been due to the 
unfair practices of a small minority, who totally disregard 
the ethics of legitimate distributors, President Roosevelt 
emphasized this fact when he pointed out that one of the 
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purposes of the NIRA was to control the unfair 10% so 
that the other 90%¢ could compete fairly. 

The NIRA gives this industry an effective tool for 
controlling this unfair 10%, not, however, by ignoring 
it, but rather by forcing it into line so that it will have to 
compete for business on the same basis as everyone else. 
Those houses which can justify their existence by living 
up to the rules laid down in the code will continue to 
thrive. Those which find it impossible to abide by the 
rules will succumb, victims of their own inefficiency. 

This industry cannot afford to disregard the oppor- 
tunity which NIRA gives it for raising the competitive 
standards to the proper level by subjecting every sales 
outlet for industrial supplies and machinery to the same 
rules. Then it becomes a matter of the “survival of the 
fittest.” Everyone knows that “gyps” cannot survive on 
that basis. All the arguments pro and con will not change 
the facts. Any definition or measuring rod for deter- 
mining who is or who is not a distributor can be inter- 
preted any number of ways. Our interpretation may 
differ from yours and yours from the next fellow. 
Interpreting definitions until doomsday won’t help in cor- 
recting any cutthroat competitive situations. 

The fact remains that, in every trading area, distribu- 
tors know where the unfair competition originates and 
they know which houses are factors in competing for 
industrial supply and equipment business. It makes no 
difference what anyone or any group think about these 
houses which may have been looked upon as outcasts in 
the past. If they are in the business of distributing indus- 
trial products, their competition affects all distributors 
within the trading area. We contend, therefore, that it 
is better to control that competition than to ignore it. 

We are not unmindful of the distributors’ viewpoint 
in wanting to make it difficult for any Tom, Dick or 
Harry to qualify as a distributor, but we maintain that 
this is a matter which can be controlled only by the manu- 
facturer. It is our further belief that distributors can 
and should take an important part in encouraging manu- 
facturers to make their definitions of sales outlets as 
restrictive as is economically sound when setting up trade 
classifications for the purpose of determining who is or 
is not entitled to distributor discounts. 

We want to emphasize, however, our sincere belief 
that this industry has got to face the facts of the existing 
competitive situation, and that regardless of any per- 
sonal views or desires you can’t legislate anybody out of 
business. Business in this country is still a matter of the 
“survival of the fittest.” The way to obviate the trade 
abuses in our industry is to make all factors live up to the 
same rules. Then the unfit will die a deserving death. 
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Safeguard Automatic 
Liquid Level Gauge 


Navy Type Liquid 


el Gauge 


The leadership of Pen- 
berthy Products is the 
inevitable result of years 
of conscientious effort to 
put better materials and a 
greater measure of skill 
in their manufacture. 


The highly satisfactory 
performance of Penber- 
thy Products creates re- 


Gas Engine Snap Lever peat business and good 
Lubricator Oiler 





“ til Screw Plunger Spring Compression 
will for the distributor Grease Cup Grease Cup 


who handles them. 
Penberthy Products are 
sold only through the 
jobbing trade. 





Plain Compression 
Grease Cup 


Plain Brass 
Oil Cup 
Ejector, Syphon or Jet Pump 


PENBERTHY INJECTOR COMPANY 


ESTA 
IN 1880 DETROIT “WINDSOR ONT. 
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Charles W. Griswold, Secretary. 
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This beautiful new building replaces that destroyed by fire on March 19, 1933. 


Roby Company Opens 


New Home 


3} pve Sidney Bb. Roby Company, 
Rochester, New York, on Janu- 
ary 10, moved into a beautiful new 
building which was constructed to re- 
place that destroyed by fire. 

To celebrate the event, an indus- 
trial show was held on January 8, 9 
and 10, to which were invited some 
3,500 customers of the firm. 

The following manufacturers had 
representatives and exhibits present 
during the show: Behr-Manning Cor- 
poration, Union Manufacturing Com- 
pany, Henry G. Thompson and Sons 
Company, Minnesota Mining and 
Manufacturing Company, Jacobs 
Manufacturing Company, Bay State 
Tap and Die Company, American 
Swiss File and Tool Company, Buf- 


falo Forge Company, Armstrong 





C. W. Griswold, President. 


With Show 


Brothers Tool Company, Allen Man- 
ufacturing Company, Armstrong- 
Blum Manufacturing Company, Par- 
ker Kalon Corporation, National 
Manufacturing Company, Marietta 
Paint and Color Company, Air Re- 
duction Sales Company, Stanley 
Electric Tool Company, Norton 
Company, Buckeye Brass and Manu- 
facturing Company, Bond FT oundry 
and Machine Company, Brown and 
Sharpe Manufacturing Company, 
Crucible Steel Company and _ the 
Cleveland Twist Drill Company. 
The exhibit of the Armstrong 
brothers Tool Company was the one 
featured at A Century of Progress 
Exposition, while that of the Parker 
Kalon Corporation came direct from 
the Ford show in New York City. 





Anna M. Curran, Treasurer. 
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“Since installing Disston , 7 
Supe 


Improved Interlocked Saw, we ‘\ 
increased our feed from 54” per 
minute to 1.4.” cutting medium car- 


bon steel forging 83" in diameter.” 


Photograph taken at Works of Pennsylvania Forge 
Corporation, Philadelphia. Espen- Lucas machine. 
Disston Improved Interlocked Saw, 32” diameter, 
56 teeth, 3%" blade, 44" kerf. Up-cutting 834" dia- 
meter heat-treated steel crank pin forging. Six 
revolutions per minute. Quotation is from report 
of C. J. Steen, Engineer. 
























es DISSTON _ 








Improved INTERLOCK 
INSERTED-TOOTH 
METAL SAW Faster and more efficient! 


Teeth made of Disston high-speed steel 





specially heat treated . . . Hard and tough 

for rugged service. Design keeps teeth in 
£5 s P 

proper alignment resulting in uniform tooth 


load and longer life for the saw. 


HACK SAW BLADES... DISSTON FILES... Sharp, deep 
Disston heat treatment means _ teeth, cut uniform in width and at 
uniform structure that gives correct angles, on a foundation of 
more work per blade; more cut- _Disston file steel. Unequaled in ser- 
ting per hour. vice and economy! 


METAL-CUTTING BAND CARBOLOY-FITTED SAWS...Sup- 
SAWS... Disston steel and _ plied by Disston alone. For cutting 
Disston heat-treating methods aluminum, copper, brass, asbestos, 
produce a metal-cutting band cardboard, fibre and other materials 
with hardness alike ineachtooth. of an abrasive nature. 


Henry Disston & Sons, Ine. 


323 TACONY, PHILADELPHIA, U. S. A. +32 
Canadian Factory: TORONTO 4 iV 


<— <= 
Branches: 


REG Vb PAT OFE 
BANGOR, ME., BOSTON, CHICAGO, DETROIT, MEMPHIS, NEW ORLEANS, 
| SEATTLE, PORTLAND, ORE., SAN FRANCISCO, VANCOUVER, 8B. C. 





FREE to you... 


Any one or all of these 


DISSTO 





Inserted-Tooth 
Metal Saws 


‘a DISSTON FILES 


Disston Metal-Cutting 
Jand Saws 


Attention of 


Firm Name.... 


Address ...........--- eee 


METAL- 
CUTTING 
MANUALS 


To: 
HENRY DISSTON 
& SONS, Inc. 


323 Tacony, 
Philadelphia, U.S.A. 


I'll beinterested 
in having your 
tabloid data on 
metal-cutting 
tools for modern 
industrial process- 
es. Send manuals 
checked. 


Disston 
Carboloy Products 


[] HACK SAWS 


Disston Products 
Indexed for Industries 





The Trend of Supply Sales 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR JANUARY, 1934 
100 = Average Monthly Sales, 1923—1925 


1933—Broken Black Line 


Sales Indicator picks up in January. 


1934—Solid Black Line 


1934 figures 


66% over January, 1933. 


ONTRARY to the precedent established in 1933, 
C when sales of industrial supplies and equipment 
dropped from 38.2% of normal in December, 

1932, to 36.0% of normal in January, the Sales Indi- 
cator for January, 1934, rests at 59.9, as compared 
with 55.9 in December. This figure, based as it is on 
nation-wide reports, seems to indicate that the extremely 
hopeful outlook expressed by most distributors for 1934, 
is justified. Certainly, an increase of 66% over the 
same month of the previous year cannot be minimized. 
The January gain over December is accounted for 
by sales increases in every section of the country except 
the South, where a slight drop, from 65.2% of normal 
to 61.8% of normal was registered. The eastern states, 
as expected, enjoyed a considerable increase, the Indi- 
cator for that section jumping over 10 points. The 
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Middle Western Indicator registered an increase for 
the fourth successive month and the Pacific Coast Indi- 
cator increased almost 10 points. 

Sales for February, in most cases, are expected to 
be down somewhat. With three less working days, this 
slacking off is to be expected but no such drop as was 
experienced in 1933 is looked for. 

It will be noticed that the Sales Indicator Chart now 
carries the complete history of 1933 sales in a dotted 
curve. This backlog of information will be extremely 
useful in making monthly progress comparisons. 1934 
figures will be plotted in solid black. 


Sales indicators for the North Atlantic, Southern, Middle 
Western, Western and Pacific Coast states will be found on 
page 28. 
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Thirty Pumps to Select from—10 to 2200 GPM—M any Exclusive Feature 
Single Ball Bearing Type 


Fig. 4010-1 Fig. 4010-1% Fig. 4010-2 Fig. 4010-214 Fig. 4020-114 Fig. 4020-2 Fig. 4020-3 Fig. 4020-4 
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Fig. 4030-2 Fig. 4030-3 Fig. 4030—4 Fig. 4040-4 Fig. 4040-5 Fig. 4040-6 Fig. 4040-8 


See Bulletin No. 4002 for complete description 
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Two Ball Bearing Type 


Fig. 4012-1 Fig. 4012-14 Fig. 4012-2 Y Fig. 4022-14 Fig. 4022-2 Fig. 4022-3 Fig. 4022-4 
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Fig. 4032-2 
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Fig. 4032-3 Fig. 4032-4 Fig. 4042-4 Fig. 4042-5 Fig. 4042-6 Fig. 4042-8 
See Bulletin No. 4200 for complete description 
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Sales Indicators 











North Atlantic States 


\s was indicated by reports based on first-half sales, the Indicator for this group 
of states jumps from 48.1 in December to 59.5 in January. With a few exceptions, 
slight decreases are looked for in February. 


Southern States 


‘or the second month in a row, sales in the southern states are reported as less 
than those for the previous month, the Indicator for January resting at 61.8 as 
compared with 65.2 in December. Most reporting distributors expect February 
volume to just about equal January, with some few expecting decreases and some 
few increases. 


Middle Western States 


\fter the severe drubbing which distributors in this section took during the first 
six months of last year, it appears that they are definitely on their way up, this In- 
dicator reading 61.0 for January as compared with 54.5 in December. February 
sales will be smaller, based on activities for the first 15 days. 


Western States 


\ small gain for distributors in this section from 54.0 in December to 56.5 in 
January, points to a far more prosperous 1934. A year ago this Indicator was 
floundering in the doldrums around 20. Its position now speaks for itself. 


Pacific Coast States 


A marked pickup, from 56.6 in December to 65.9 in January, moves the Pacific 
Coast Sales Indicator into a position about twice as far up the scale as in January, 
1933. February sales are expected to be somewhat smaller in most cases. 
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CUTS HIS BELT COST 50% 


Had lost 1 or 2 hours out of 24 splicing or repairing other belts 


G.T.M. savs THOR” 


And now 24 hours every day this 
mill gets 3 to 4 years service from 
Goodyear THOR-belted beater drive 










On this belt-eating drive the Goodyear G.T. M.- 
specified endless THor Belt did 50% better 


HE CALLED IN THE @p 


A friendly expert on rubber and a practical man 
on belting came to his plant. Studied operating 
conditions. Measured drives. Recommended a 
16-inch 8-ply endless Goodyear THOR Belt for this 
particular duty. 

What does the user himself report ? 

‘We have lost no time whatever and our machine 
runs continually 24 hours a day. This is a big 
saving in production...A paper mill has very hard 
service on belts and we are getting from three to 
four years out of beater drives. | can recommend 
the use of THOR Belts on all beater and Jordan 
drives..." J. P. Furlong, American Asphalt Roof 




















> rear THOR- i r Drive at plant of 
pve jaded Canendiin East St. em 4 Corporation, East St. Louis, Ill. 

This is the kind of customer experience and testi- 
mony that helps Goodyear Mechanical Rubber 
Goods Distributors and their salesmen sell the 


Whatever you manufacture, it isn’t likely that in all 
your plant you have a tougher belt drive than this 


‘ Goodyear line . . . If you are not a Goodyear 
paper-mill beater. Mechanical Rubber Goods Distributor, why not 
But the principle of money-making by way of better belt inquire as to whether there is an opportunity for 
service — longer lived and trouble-free — is just the same YU f° be one? Write to Goodyear, Akron, Ohio, 
in your case. or Los Angeles, California. 

a 
Here is a manufacturer who had been using all kinds of BELTS MOLDED GOODS 
belts. His machines had to run 24 hours a day. But the belt HOSE e PACKING 
failures cost him one or two money hours out of every 24. Made by the Makers of GOODYEAR TIRES 


IN RUBBER 





KEEPING POSTED 


Newsy facts about industrial distributors 
and their salesmen 











A photograph which started well but only went halfway. Unfortunately, about half 

of the fifty men present at the first meeting of the Central States Mill Supply Club, 

held at the Hotel Sherman, Chicago, on February 7, do not appear here. However, 

reports from Wendell Clark, president of this organization, leave no doubt as to their 

presence and active interest in the formation of this group of Indiana, Illinois and 
Wisconsin distributors. 


W. A. Somers Dead 


William A. Somers, chairman of 
the board of directors of the Somers, 
itler and Todd Company, Pitts- 
burgh, died Sunday, February 11, 
after a short illness. 

Mr. Somers was born November 
30, 1853, in Warren, Pennsylvania, 
moving to Pittsburgh in 1872. He 
took a position as book-keeper for the 
late George H. Stover, a firm which 
later became Kay Brothers and Com- 
pany. 

In 1892, together with Louis S. 
Clarke, F. K. Fitler and W. T. Todd, 
he formed the corporation of Somers, 
Fitler and Todd Company, becoming 
its first president. He resigned the 
presidency in 1929 when he was elect- 
ed chairman of the board. 


- 


Assistant Treasurer Appointed 





Channon President Dies 


Henry Gideon Elfborg, for the past 
15 years president of the H. Chan- 
non Company, Chicago, died January 
30, at the age of 63. 

Prior to his connection with this 
Chicago distributor, Mr. Elfborg 
was, for several years, an official of 
the Ajax Forge Company. 

He was a member of the Chicago 
Athletic Club, Chicago Golf Club and 
the Electric Club. 

sctsciamillaataiii 
Dimock and Fink Changes Name 

The Dimock and Fink Company, 
New York City, is now known as 
the Dimock and Fink Plumbing Sup- 
ply Corporation. 

The personnel of the new organi- 
zation is made up of officers and em- 
ployees of the old. 


—$_$_—_—___ 


Hughes Supply Executive Dead 

George H. Hughes, secretary and 
general manager, The Hughes Sup- 
ply Company, Mansfield, Ohio, died 
on January 10 from an attack of an- 
gina pectoris. 

New officers elected following his 
death are: F. A. Hughes, president ; 
A. J. Blair, vice-president and gen- 
eral manager and C. S. Hughes, sec- 
retary and treasurer. 





Familiar faces in a new setting. A portion of the organization of the Pulver Machin- 
ists Tool Company, Chicago, and several manufacturers’ representatives are snapped 
in front of the new Pulver office. Left to right: George Overbeck, Ted Jensen, William 
Papke, Oscar Jensen, Mr. Goldberg, United Metals Company, Fred S. Pulver, Jim 
Good, Clipper Belt Lacer Company, Harry A. Pulver, Russell V. Pittman, Joseph M. 
Berg, John Touhey, Manufacturers’ Brush Company, Mr. McDaniel and William 
Wallen, Independent Pneumatic Tool Company. Pulver’s new home was opened on 
February 23 with a party for over 1,000 people. 


by Penn General 
Max M. Smith has been appointed 
assistant treasurer by the Penn Gen- 
eral Supply Company, Pittsburgh, 
Pennsylvania. 
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And Hewitt Co-operation says: 
“Let's Stick to Industrial Goods“ 


Every distributor salesman is a specialist and his 
whole effort should be concentrated on industrial 
selling. So firmly do we believe in this First 
Principle of industrial merchandising, that we 
have eliminated all sidelines—all by-products 
—all non—or semi-industrial lines. Hewitt 
asks the salesman to sell only strictly industrial 
rubber goods! 


The consequences of this policy of Hewitt co- 
operation are at once obvious. 
The salesman becomes a tech- 








nical adviser; he isn’t obliged to 
become a jack-of-all-sales and 
scatter his efforts on minor rub- 





CONVEYOR AND TRANSMISSION BELTS 


ber items. His tasks are simplified; he becomes 
of greater value to his customers, the distrib- 
utor, the manufacturer. 


The distributor, too, benefits. His sales force 
is more efficient, customer satisfaction is en- 
hanced, sales costs reduced. He is not asked to 
stock a line of goods (and accumulate an over- 
head) which is out of step with his business. 


Hewitt is the only large manufacturer of in- 
dustrial rubber goods making no 
other rubber lines. Want further 
information? Write Hewitt Rub- 
ber Corporation, Buffalo, N. Y. 


for co-operation 


HEWITT comgaih 


HERE'S WHAT WE ASK YOU TO SELL 


RPORATION 





THE GUTTA PERCHA & RUBBER MANUFACTURING CO. EST. 1859... HEWITT RUBBER COMPANY. EST. 1904 | 


PACKING 
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ROPE \V/ DRIVE 


PATENT 1,662, 51 














As a licensee under Patent 1,662,511—The Medart 
Company offers Industrial Distributors a wider oppor- 
tunity for selling Medart V-Rope Drives. 


This, plus Medart’s ability to give Distributors 
“RIGHT NOW SERVICE” on a complete line of 
Steel Sheaves, interchangeable-bushing type—Cast-iron 
Sheaves—Light-duty, Single-groove Steel and Cast-iron 
Sheaves—and all sizes of V Belts—offers Industrial 
Distributors a sales set-up that is well worth investi- 
gating. 


Write for details of Medart’s Distributor Plan to make 
more money out of “Everything in Power Transmission 
and Special Equipment”. 


THE MEDART COMPANY 
General Offices and Works: 3512 DeKalb St., St. Louis, Mo. 


Engineering Sales Offices: Cincinnati - Cleveland - New York 
Philadelphia - Buffalo - Chicago - Pittsburgh - New Orleans 
San Francisco - Denver - Charlotte - Birmingham - Milwaukee 














Harry J. Norton of the Georgia Supply 

Company, Savannah, discusses various 

methods of increasing plant efficiency 
with a saw mill superintendent. 


Central States Mill Supply Club 
Meets in Chicago 

The first meeting of the Central 
States Mill Supply Club, an organiza- 
tion of distributors in Indiana, Illinois 
and Wisconsin, was held on Febru- 
ary 7. Very successful from an or- 
ganization standpoint the meeting was 
attended by representatives of all but 
four of the 46 member companies. 

Those present were: O. Iber, O. 
Iber Company; J. S. Dodd, C. H. 
Besly Company ; George Wolff, Tri- 
plex Supply Company; A. L. 
Wallace, William Wallace and 
Sons; E. L. Younts, Joseph T. 
Ryerson and Son, Incorporated; 
Russell C. Duncan, R. C. Dun- 
can Company; B. A. Schmaling, 
The Swords Company; F. Warren, 
Hibbard, Spencer Bartlett and Com- 
pany ; J. L. Taylor, H. Channon Com- 
pany; IF. G. Russell, Hibbard, Spen- 
cer Bartlett and Company; Russell 
Wallace, Crerar, Adams and Com- 
pany ; George Bochstahler, Indianap- 
olis Belting and Supply Company; J. 
H. Schroeder, Fort Wayne Pipe and 
Supply Company ; A. E. Klinger, The 
South Bend Supply Company; E. G. 
Vonnegut, Vonnegut Hardware Com- 
pany; C. E. Hanssen, Louis Hans- 
sens’ Sons; J. G. Christie, Barrett- 
Christie Company; F. M. Summers, 
John Pritzlaff Hardware Company : 
Harry Barrett, Barrett-Christie Com- 
pany; D. L. Mateer, Barrett Hard- 
ware Company; H. Krudup, Jr., W. 
J. Holliday and Company; S. H. 


| Clark, Samuel Harris and Company ; 


F. J. Hofacker, Evansville Supply 
Company ; William Pedersen, Peder- 
sen Brothers Tool and Supply Com- 
pany; H. F. St. George, Shadbolt, 
Boyd and Company; J. A. Delaney, 
McMaster-Carr Supply Company ; C. 
K. Gartner, Hibbard, Spencer Bart- 
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T AFRAID 
of THE Big Bad Wolves 


Write for Catalog F-7 OGT drop forged steel valves and fittings offer maxi- 
mum resistance to these arch enemies of production 
BRANCHES: ; : ; 
eee because powerful forging hammers refine the grain struc- 
eee ture and impart increased strength and ductility to the 
CLEVELAND 
KANSAS CITY metal. 
— Made of carbon or any alloy steel, they best meet all the 





requirements of exacting service. 


Manufacturers of: Drop Forged Steel Valves and Fittings, Water Tube Boilers, Oil 
Refinery Equipment, Ice Making and Refrigerating Machinery, Heat Exchangers. 


drop forged sleel 
VALVES “wFITTINGS 
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Henry Vogt Machine Co., %corporaed, Louisville , Ky. 
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DELTA 


The Delta Franchise gives distributors many outstanding 
advantages. 
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In the first place, Deltas are not just files—they are hand 
milling tools. This is proved by the filings as compared 
with those of ordinary files. 


Delta filings are long “chips” like those from a sharp 
lathe, not merely fine dust. This means important savings 
in filing time. It is not merely a claim—it is a fact, proved 
by many hundreds of tests. 


Delta distributors have the advantage of being able to 
make an actual test before the eyes of their customers. 
Tests of this kind have built for Delta distributors an 
enviable file business. 


DELTA COOPERATION is as important to the distribu- 
tor as the quality of the files is to the user. 

DELTA ADVERTISING in industrial magazines and by 
direct mail supports distributors’ sales efforts. 

DELTA POLICY has always been One Brand, One 
Quality and One Price with a resale policy that protects 
the distributor’s margin. 

Associated with us as distributors of Delta Files are the 
most outstanding group of Mill Supply Houses in this 
country. There are a few territories not adequately cov- 


ered. Wide awake dealers in those territories should 
investigate the Delta story -at once. 





THE DELTA FILE 


4837 James Street 


(Bridesburg) 


WORKS 


Philadelphia, Pa. 





lett and Company; W. C. Teare, 
Sterling Products Company; H. A. 


| Pulver, Pulver Machinists Tool Com- 


pany; A. G. Stangel, J. J. Stangel 
Hardware Company; W. C. Huch- 
thausen, Huchthausen Company; 
George Hemmingsen, Mohr-Jones 


| Hardware Company; S. A. Lehman, 
National Mill Supply Company; C. 


Harvey Bradley, W. J. Holliday and 
Company; Norman Durrie, W. D. 
Allen Manufacturing Company; E. 
H, Nelson, W. D. Allen Manufactur- 
ing Company; J. W. Hartz, Couch 
and Heyle, Incorporated; L. E. 
Forbes, Couch and Heyle, Incorpo- 
rated; W. E. Butler, Queen City Sup- 


| ply Company ; E. C. Poehler, Crerar, 
| Adams and Company ; K. M. Haugen, 





Schlafer Hardware Company; John 
B. Scofield, Industrial Supply Com- 
pany; J. H. Ruddell, Central Rubber 
and Supply Company; Charles E. 
Curtis, The Western Iron Stores 
Company and C. A. Channon, Great 
Lakes Supply Company. 
————————_>—_- 
Regional Committees Approved 


At the meeting of the Code Au- 
thority on January 8 and 9, several 
regional committees were approved. 


The committee for the Cleveland 


| area is made up of H. C. Ellsworth, 
| White Tool and Supply Company, 
| chairman; H. H. Kuhn, Hardware 


| Strelinger Company, A. J. 


and Supply Company, and W. C. 
Hunter, Ross-Willoughby Company. 

Charles T. Bush, Charles A. 
Sparks, 


| F. Raniville Company and W. S. 


Jennison, Jennison Hardware Com- 
pany, make up the committee for the 
Michigan area. 

The Southern California area is 
represented by C. G. Almquist, Alm- 
quist Brothers and Viets, Walter 
Coulsen, California Hardware Com- 
pany, and E. Jungquist, Percival 
Steel and Supply Company. 

The committee for Texas-Okla- 
homa is made up of L. L. Nelms, 
Messendorff, Nelms and Company, 
Leo Mideke, Mideke Supply Com- 
pany, and Jack B. Dale, Briggs-Wea- 
ver Machinery Company. 

In Connecticut, EF. B. Hunn, C. 3. 
Mersick and Company, H. J. Behn, 


| Hunter and Havens, and Frederick 


W. Norris, The Tracy, Robinson 
and Williams Company, make up the 
committee. 

The Alabama area is represented 


| by W. W. Doe, Alabama Machinery 


and Supply Company, W. M. Swen, 

















MARCH, 1934 MILL SUPPLIES 














Se 





Republic's Policy is an absolute guarantee of factory co- 
operation and support to every detail of the progressive 

| distributor's program. It states the business principles 
— of a firm which, through scientific 


as Duy AS 
5 -Point Polic: 


> control, has achieved higher qual- 
F ' Aline of rubber items sufficiently com- 


huts a pom eee. npoira | ity Standards for all mechanical 


the requirements of the trade solicited. 


A quality of product uniformly good wie Fa 
+ sleasitinel ddaainpmanndia ru er pro ucts. 


that should reasonably be expected. 





.. Aprice basis inducing and making pos- Operating Under 


sible aggressive competition with rea- |R. 
sonable profit return. 

py Freedom from competition from his Riles a a Ge 
source of supply, either direct or in- A wt 90 oun rast 
direct, among the trade covered by his pproved Code No. 156 


,Sclinehniofewntewones | THE REPUBLIC RUBBER Co. 


that his sales force may be given the 
advantage of paper training and MECHANICAL RUBBER PRODUCTS FOR EVERY INDUSTRIAL REQUIREMENT 
knowledge of the product sold. 


Be: YOUNGSTOWN, OHIO 
RSHIP_IN POLICY. PRODUCT AND PERFORMANCE _ 
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Now Boys 
just keep on 
SELLIN 





HACK SAW 


and these genuine proven quality 


Products will make Sales, Profits 





and satisfied customers for you and 


for your house. 


Make the best of your sales opportunities 


SIMONDS SAW AND STEEL CO. 


Established 1832 FITCHBURG, MASS. 








Young and Vann Supply Company, 


| and Mark Lyons, McGowin-Lyons 
| Wardware and Supply Company. 


Committee for the Central States 
area consists of C. A. Channon, 
Great Lakes Supply Company, John 
Taylor, H. Channon Company, and 


| C. K. Gartner, Hibbard, Spencer 


Bartlett Company. 
The Code Authority accepted the 
resignation of E. P. Cole as a mem- 


| ber of the regional committee of the 








Rocky Mountain area and approved 
the election of J. H. Singleton of 
C. A. Crosta, Incorporated, Denver, 
Colorado. 
a 
Ambler Heads Alden Supply 
Department 

C. D. Ambler has recently been 
placed in charge of the supply de- 
partment of the Alden Supply Com- 
pany, Philadelphia, a position for- 
merly held by F. D. Wilson. This 
company has also added one new 
salesman, N. E. Humphreys. 

Alden is now distributing Squeeks 
penetrating oil, manufactured by So- 
nard Products Manufacturing Com- 
pany, Washington, D. C. 

aouialitinbisin 
New Salesman for Indianapolis 
Belting 

l.. S. Fisher is now representing 
the Indianapolis Belting and Supply 
Company in northwestern Indiana. 

This company has taken on the 
line of the Pyrene Manufacturing 
Company. 


Leo H. Gorton, president of the Machine 
Tool and Supply Company, Tulsa. This 
firm opened its doors to trade in 1930, 
at which time the public had lost faith 


| in everything but slot machines and were 


buying their tools at the ten cent store. 

However, business boomed and in 1934 

they are looking forward to a happy and 

prosperous year. Specialization is the 
answer. 


VRE: 
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“FULL LINE” Pays! 


Bars, taverns, cafes or “speaks’’—whatever you call ‘em in your 


town—do not need a full line one bit more than a mill supply house! 


You have to carry a little different stock of small tools to satisfy 
your trade than your neighbor in the next city. Isn't it good busi- 
ness to deal with a tool manufacturer who has himself a full line 
from which you can always be sure of getting the particular sizes or 
types of tools your trade uses? 


Completeness is one outstanding feature of the Greenfield line 
which no other manufacturer can equal. To you it means that 
every standard size and type of tap, die, twist drill, reamer, gage, 
pipe tool and screw plate is always on hand, ready for immediate 
delivery to you or your customer. It means also a large variety of 
more or less special tools which you can get from stock instead of 


having to wait while they are made up. 


Business is better—but the supply house that is fixed to give 
prompt and complete service will get most of the benefit of the 
improvement. And the supply house that is 100% Greenfield will 
be fixed right. 





These are the major divisions 


of the GREENFIELD Line 


~~ 


— 


Taps 


Twist Drills 





Acorn Dies Round Dies 


and Screwplates, Reamers, Gages, 


Pipe Tools 








“*Is Warren St. iD Te 
Chicago: snctom GREENFIELD § TAP AND DIE 
ite CORPORATION 


Canadian Plant: 
Greenfield Tap & + 
Die Corp. of Canada, 
Ltd., Galt, Ontario. 





GREENFIELD, 





228 Congress St., W. 


MASS..U.S.A. 
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UNBREAKABLE 


he Barnes Special Unbreakable 

Hack Saw Blade is adaptable for 
all purposes where a hand blade is 
required » » » It is hardened 
throughout, which gives it a unt 
form temper, but, due to a special 
treatment, it is very flexible and 
will not break in use » » » It has 
all the virtues of both the All Hard 
Blade and the Flexible Blade with- 
out the weaknesses of either » » » 
It will stand up under the toughest 
kind of cutting » » » It will also 
give excellent service on thin sec- 
tion materials where an All Hard 
Blade frequently breaks in usage 
» » » The Barnes Special Unbreak- 
able Hack Saw Blade is a sales 
producing item for distributors, re- 
turning an unusually fine margin of 
profit. 


us 


‘WE 00 ove maT 


W.O. BARNES CO., INC. 
1297 Terminal Avenue Detroit, Mich. 
and Leading Jobbers Everywhere 









































Henry Walke Company Celebrating 
Golden Anniversary 
The Henry Walke Company, Nor- 
folk, Virginia, is celebrating the fif- 
tieth anniversary of its formation. 
In 1884, the late Henry Walke 


| formed a partnership with Thomas 


Elliott, now deceased, and began 
business on what was then known as 
Market Square under the firm name 
of Walke and Elliott. 

Upon the retirement of Mr. Elli- 
ott, the name of the firm was 
changed to Henry Walke and be- 
cause of increased business activities 
a move was made to larger quarters 
at Roanoke Avenue and Water 
Street. The expansion continued 
and the premises on the northwest 
corner of Commerce and Water 
Streets were secured, at which place 
Mr. Walke continued operations 
until he died in the fall of 1898. 

The following year the business 
was incorporated under the present 


name with Richard Walke, a surviv- 
| ing brother, as its president. 


Following one more move neces- 
siated by increased business, a fire 
in 1916, completely destroyed the 
plant. Business was resumed on the 
southeast corner of Commercial 
Place and Union Street shortly 
thereafter and upon the vacation of 
407 Union Street by its then tenants 
those premises were acquired. Later, 
the property facing on Water Street 
provided facilities for unloading from 
truck to warehouse. 

The heirs of Henry Walke have al- 


| ways held the majority of the stock, 
| the company now being owned by 


Miss Cornelia Truxton and _ her 
brother, I. Walke Truxton. Present 
officers are: Robert S. Page, presi- 


| dent; Joseph Rickert, Jr., vice-presi- 
| dent; I. Walke Truxton, treasurer; 


L. R. Shepherd, assistant treasurer ; 
L. F. Perkins, secretary, and Edward 
L.. Norman, sales manager. 


—_—<>—_——_ 


Bingham Appointed by Gates 


R. M. Bingham, president, The 
3ingham Tool and Supply Company, 
Cincinnati, Ohio, has been appointed 
district representative in southeastern 
Ohio and northern Kentucky by the 
Gates Rubber Company. The Bing- 
ham Tool and Supply Company has 
been a stocking jobber on this line 
for over a year. 

The Bingham Company is running 
a special sales drive on Disston cir- 
cular wood saws. 
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AND YOU KNOW THEY'RE RIGHT. 
THE LABEL ON THE BOX 
ASSURES YOU OF CLEAN, BRIGHT, 

} WELL-MADE BOLTS AND NUTS 
WITH THAT EASY-SPINNING FIT 

Mm) YOU HAVE BEEN LOOKING FOR. 


Uu PS ON N U T DB Iivts$’.1-6..m 


REPUBLIC STEEL CORPORATION 
CLEVELAND 88 oe Oo HH |! O 
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It's 


easier to 


sell Allen FEATURES 


than the usual hollow 
(screw) GENERALITIES 


You have in “Allens” the only hollow 
screws made of CHROME-MOLYBDENUM 
Steel. This refers, of course, to the standard 
“stock” product... They're the only hollow screws 
heat-treated and cold-worked by processes used by 
Allen. They're the only hollow screws, so far as we know, 
multi-checked for accuracy and all-over perfection by 7 
different inspections. A firm of prominent engineers contin- 
ually check the service-qualities of “Allens”, searching out 
y, methods of improving the product and processes of manufacture. . . 
The reason being, it’s easier to sell FEATURES than GENERALITIES! 


THE ALLEN Mrc. COMPANY 


HaArrrorn, Conn. U.$.A. 


— 



























Arthur M. Klebas, Rackliffe Brothers, 
hardware and mill supply distributors of 
New Britain, Connecticut. “Smiling Art,” 
who is one of the best known and most 
popular mill supply men in central Con- 
necticut, handles the buying and is in 
charge of factory sales. At the recent 
annual meeting he was elected assistant 
secretary. Mill Supplies offers its con- 
gratulations. 





Texas Belting News Encouraging 

At a directors’ meeting in Houston 
on February 13, the officers of the 
Texas Belting Company, Incorporat- 
ed, were reelected and a report on 
1933 business showed a substantial in- 
crease in volume at a greater profit 
than was shown in the three previous 
years. 

This company is now distributing 
the E. C. Atkins line of saws and 
knives, Rockwood drives and the 
American Asphalt Paint Company’s 
line of industrial paints. O. F. 
Thompson, president, in analyzing 
1934 prospects, looks to these lines 
to greatly increase the company’s vol- 
ume. 

J. E. Eyster has been added to the 
eight man field force. He is devoting 
his entire time to contacting the re- 
fineries and production departments 
of the oil companies. While we have 
no picture of Mr. Eyster for publica- 
tion, a word picture may serve. It is 
said, perhaps facetiously, that Mr. 
Eyster has so little hair that he has 


| been able to economize by having his 


head Simonized. (That word “faceti- 
ously” was put in by an editor who 
isn’t overly blessed with an abundance 
of hair himself.) 
notanetibiandinins 
Duncan to Issue Catalog 

A new catalog is being planned by 
the R. C. Duncan Company, Minne- 
apolis, Minnesota. It will be printed 
by the Cuneo Catalog Service Com- 
pany, Chicago. 
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FOR HIGH SPEED—FOR HEAVY DUTY 
REX ROLLER CHAINS 


—for all high speed drives — 
available in all standard sizes, in 
single and multiple strands to 


REX @, METAL CHAIN 


EVER CAST 











meet the requirements for prac- 
tically any high speed plant or 
duplicate machinery drive 








CHAINS OF MANY USES 


Rex Z-Metal Chain, a chain cast 
in all malleable patterns, is ap- 
proximately 30% stronger than 
the best malleable iron of the 
same number and is much more 
resistant to corrosion, abrasion 
and pounding. It finds a wide 
variety of uses in both plants 
and machine assemblies. Where 
trouble is met with malleable 





STEEL DRIVE CHAINS 


An all steel roller chain for all 
types of heavy duty, with rela- 
tively high working speeds. The 
unit link principle by which the 
accurately made and machined 
parts of this chain are assembled 
makes it particularly efficient for 
severe service. Also made in long 


chains it is frequently the answer 
—at low cost... 


OTHER REX CHAINS 


The Chain Belt Company also 
makes a complete line of sprocket 
chains for every type of use—as 
well as a wide line of special chains. 
Complete information on request. 


pitch conveyor sizes up to any 
practicable strength. 


CHAIN BELT COMPANY 


1622 W. Bruce St. MILWAUKEE, WIS. 


ra VV T Teompany 


CHAIN é BELT CONVEYING 
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This Message ss Uddressed to Lunkenherme 
Distributors and Shei Salesmen 








Making the most of the 


LUNKENHEIMER “GUIDE” 





TPYHERE is no accomplishment 
of which we are more proud— 
aside from the excellence and 
completeness of our line—than 
the Lunkenheimer “Guide for 
Selecting Valves, Boiler Mount- 
ings and Lubricating Devices.” 


We know it is a constant source 
of satisfaction to our distributors 
and iheir salesmen, for the 
“Guide” really simplifies the job 
of selling Lunkenheimer Valves 
and other Lunkenheimer prod- 
ucts. 


When you hand a “Guide” to a 
customer, point out to him how 
easy itis to use. Then follow up 


to be sure he is using it, and con- 
tinue to do so until he forms the 
habit. In no time, it should be- 
come his authority on valves, 


boiler mountings and other engi- | 


neering appliances. And that is 
the next step to standardization 
of purchases on Lunkenheimer 
Products—which brings repeat 
orders to you. 


This simplified ‘‘Guide” is the | 


potential source of many orders. 
It helps—along with our other 
efforts—to make your Lunken- 
heimer Franchise more valuable. 
Additional copies are always 
available for you and your cus- 
tomers. 


THE LUNKENHEIMER Co 


—=“QUALITY = 
CINCINNATI, OHIO. U.S. A. 


NEW YORK 


CHICAGO 


BOSTON 


PHILADELPHIA SAN FRANCISCO 


EXPORT DEPT 318 





322 HUDSON ST. NEW YORK 


SELL QUALITY - SELL LUNKENHEIMER 





| Chandler-Boyd Launches Sales 


| Promotion Campaign 


The Chandler-Boyd Supply Com- 
pany of Pittsburgh is launching a 
definitely scheduled sales promotion 
| campaign to continue throughout 
| 1934, after having made a compre- 
| hensive analysis and survey of its 

territory and markets. Market deter- 

mination and product application 

charts, and a recently compiled, up- 
| to-date mailing list of individual 

names forms the bases for the cam- 
| paign, which is planned to pave the 
| way for making the most of increas- 
ing industrial recovery in the Chand- 
ler-Boyd territory. 





Effective manufacturer cooperation 
is being obtained on the various lines 
of products by providing in turn defi- 
nite sales cooperation and close fol- 
low-up of the manufacturers direct 
mail efforts. The mailings are 
planned and timed at the proper in- 


| tervals to permit the Chandler-Boyd 
| salesmen to tie-up correctly and to 


take full advantage of the sales pro- 
motion influence on the prospect and 
customer. The mailings are mer- 


_ chandised to the salesmen at regular 


monthly meetings. 
The entire program is being di- 


| rected in such a way as to coordinate 


manufacturer’s advertising and direct 
mail work, sales promotion mailings, 
and Chandler-Boyd salesmen’s per- 
sonal work into a continuous and 
effective selling effort to the mutual 
benefit of both distributor and manu- 
facturer. 


SS 


Additions to R. C. Neal Force 


Three new salesmen, a store man 
and two additional clerks have been 
added to the organization of R. C. 
Neal Company, Incorporated, Buffalo, 
New York. 

Ray H. Harris, formerly with the 
| American Saw and Manufacturing 
| Company, is now working in the Buf- 
| falo and Niagara Falls territory. 

Ray Kuhlman will do sales engi- 
neering work on Sterling grinding 
wheels and J. Don Reep will act in 
a like capacity on the National twist 
drill line. 


——_—~<- 


New Hibbard Salesman 


C. J. O’Brien, formerly with the 
H. Channon Company, Chicago, has 
been added to the industrial supply 
sales force of Hibbard, Spencer, 
Bartlett and Company. 
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WILLIAMS’ 
Drop-Forged 
WRENCHES 


Available in 50 pat- 
terns, over 1000 sizes. 
Quality wrenches that 
have been industry’s 
standard for more 
than 50 years. 
























| A NAME YOUR 
CUSTOMERS ASSOCIATE 


WITH 


SUPERIOR WRENCHES} 


The dealer. who displays and sells 
Williams’ Wrenches is riding with the 
tide. He is taking the path of least 
consumer resistance. 


Working with him to build volume 
at a profit is a name and reputation 
which have been associated with qual- 
ity merchandise for more than a half 
century. 


Good will and confidence cannot be 
built more surely than by insuring 
your customers the satisfaction which 
Williams’ Wrenches guarantee. 





WILLIAMS’ “Supersocket’?’ WRENCHES 
Available in $ patterns with openings ranging from 5/32” 
to 2%”. Accessories include extensions, universal joints, 
speeders, ratchets, etc. Sold individually or in sets. 


MEMBER 





us. SUPERRENCH SET No. 1001 “The Complete Tool Room". 
Consists of 70 pieces— 39 sockets, 31 handles and wrenches. 
WE DO OUR PART Complete in strong steel case. Other assortments in Sets 


cover all industrial needs 


. H. WILLIAMS & CO. “The Wrench People” 75 Spring St., New York WRE Nie H E S 


ERN WAREHOUSE @ASALES OFFICE, 
AGO —- WoORKS, BUFFALO, N. Y. 
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(Carbon Steel) 


wate WRENCHES 
aa. Single Head 
° Angle, Double Head 
OFF. SET ANGLE WRENCHES 
222° Angle, Double Head 
THIN WRENCHES 
15° Angle, Single Head 
15° Angle, Double Head 
HEAVY “S"’ WRENCHES 
22'72° Angle, Double Head (Sq.) 
222° Angle, Double Head (Std.) 
LIGHT “S’ WRENCHES 
222° Double Head 
CAR WRENCHES 
ouble Head, extreme length 
SET SCREW WRENCHES 
22'/2° Angle, Single Head 
22'/2° Angle, Double Head 
MACHINE WRENCHES 
Extra Heavy 
DOUBLE HEAD TOOL POST 
WRENCHES 
Extra Heavy 
Standard, for set screws 
HEXAGON BOX WRENCHES 
SQUARE BOX WRENCHES 
CONSTRUCTION WRENCHES 
STRUCTURAL WRENCHES 
EXTRA LONG WRENCHES 
Round Handle 
Flat Handle 
Double Head 
PIN SPANNERS 
“T’ HANDLE SOCKET WRENCHES 
for Square Nuts and Screws 
for Hexagonal Nuts and Serews 
SOCKET WRENCHES WITH OFF-SET 
HANDLE 
for Square Nuts and Screws 
for Hexagon Nuts and Screws 
“GATORGRIP"” WRENCHES 
Single Head 
Double Head 


imerican, U. S., S. A. E., Whitworth 
and Metric Openings. Blanks always 
in stock for special millings. 


ARMSTRONG WRENCHES 


(Chrome- Vanadium) 


ENGINEERS WRENCHES 
OBSTRUCTION WRENCHES 
TAPPET WRENCHES (2 types) 

“s'" WRENCHES 

BOX SOCKET WRENCHES (3 types) 
MINIATURE WRENCHES 

BRAKE WRENCHES 

IGNITION WRENCHES 

WATER PUMP WRENCHES 





ARMSTRONG WRENCHES 


MSTRONG 


Drop Forged Wrenches 


the line that needs 
iF ~ 4] 
Fill-ins 


Selling 
Advantage 


Unequalled in Designs, Steels, 
Finish—in all around quality. 
Complete lines, all accepted 
types, all sizes . .. on stock 
boards, in sets. Consistently 
and widely advertised; dealer 
helps furnished. Full margin 
of profit with protected prices. 
Products of internationally 
known tool specialists—makers 
of ARMSTRONG TOOL HOLD- 
ERS that are used in over 96% 
of the machine shops and tool 


rooms. Marked with the Arm- 
and-Hammer, rec- ~ 
ognized the world 


over as the sign of 
a quality tool. 


Write for Wrench Catalog 








Singly or in Matched Sets 
in Leatherette Rolls or Steel Cases 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
305 N. Francisco Ave., CHICAGO, U.S. A. 
New York Sales Office: 109 Lafayette St. 


London Brancel ARMSTRONG BROS. TOOL CO., 
LTD. 














F. E. Henry, 
| Rapids Pump and Supply Company, finds 
that a silver lining can be gathered from 


purchasing agent, Cedar 


many a cloudy customer. For one thing, 
he has found that many who formerly 
bought metals by the carload are now 
buying through the distributors in quan- 
tities sahelte for their current needs. 








Special Train for Ryerson Sales 
Convention 
A special train recently completed 
its cross-country run from the At- 
lantic Seaboard to Chicago bringing 


| a large group of the marketing or- 


| ganization of Joseph T. 


Ryerson & 
Incorporated, largest indepen- 
dent steel-service company. The units 
began to collect at Boston, the New 
York contingent was picked up, then 
the Philadelphia, and so on to Chi- 


Son, 


| cago. 


while Milwaukee 


The Cincinnati, Cleveland, De- 
troit, St. Louis and Buffalo groups 
used special cars from their plants, 
motored down. 

The men proceeded immediately 
to the Ryerson Chicago Plant to 
take part in the three-day sales con- 


| vention arranged by H. B. Ressler, 


vice-president in charge of sales. 
President Edward L. Ryerson, Jr., 
welcomed the group at the opening 
session and later discussed the situa- 
tion and problems of the coming 
year. Mr. Everett Graff, executive 
vice-president, outlined the current 
position and immediate objectives. 
The sessions were devoted to talks 
and discussions of the changing in- 
dustrial conditions, objectives for 
1934, advertising, sales promotion, 
the newer Ryerson products and im- 
proved selling methods. 
over 


There were 
200 men in attendance at the 
various sessions. 
= 

Philpott Rubber Adds Salesman 

C. F. Kibby is a new salesman 
with The Philpott Rubber Company 
of Cleveland, 
tion received 


according to informa- 
from B. T. Cooper, 


president 





TORR ATE 








MARCH, 1934 MILL. SUPPLIES 


THE SPIRIT OF 
ACHIEVEMENT 











Howland Pike presents an unusually artistic photograph 
of the Delaware River Bridge which connects Pennsylvania 
with New Jersey at Philadelphia and Camden 


Thermoid products are 


engineered with the same spirit of achievement. The imposing performance of 
Thermoid products will be equally impressing but 


achievement that has produced the only to those who use them. 


world’s great bridges Kivery product that bears the Thermoid name is 


the result of skilled engineering and thorough 

field testing. Every product that carries the 
It requires engineering ability of high order to span a Thermoid trade-mark carries it not as a brand of 
mighty river and carry the tremendous traffic of two identification, but as a certification of merit. More and 
great states. It requires engineering ability of high order = more users of belting, hose and packings buy by that 
to successfully meet the requirements of the user of quality mark! 
belting, hose and packings. ; 
' ind remember these two pertinent facts: The Thermoid 
The imposing appearance of a gigantic bridge will fine carries a worth while margin of profit and is backed by 
impress all who see it as a remarkable engineering a liberal jobber policy. 


THERMOID RUBBER COMPANY Le irom 


a} 
Factories and Main Offices: TRENTON, NEW JERSEY RSL 0 


BELTING 
her 01 HOSE and PACKINGS 
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CSE ATE 


YOUR 


BELMONT 
selling tools 


ELMONT spares no effort 

to help distributors in- 
crease their sales and profits 
on Belmont Packings. 


Belmont Advertising appears 
monthly in trade journals, 
constantly acquainting indus- 
try with Belmont superiority 
—building customer good will 
for you. 


The Belmont Sample Kit is 
supplied to your salesmen, en- 
abling them to impress upon 
prospects the quality of all 
major types of Belmont Pack- 
ings. 


The Belmont Catalog — No. 
33—not only shows the com- 
plete line, but also contains 
comprehensive packing serv- 
ice recommendations to help 
salesmen analyze customers’ 
requirements. 


If you are not a Belmont dis- 
tributor, you are missing an 
opportunity. Write today for 
the complete Belmont sales 
plan. 





& RUBBER CO. 
Butler & Sepviva Streets 
Philadelphia, Pa., U. S. A. 


“(There is a Belmont Packing for every service’’ 


BELMONT PACKING 


York Company Enters Supply 
Business 

George F. Motter’s Sons, York, 
Pennsylvania, has organized a sub- 
sidiary to be known as George F. 
Motter’s Sons Supply Company, dis- 
tributor of mill and electrical supplies 
and machinery. .W. S. Motter is the 
manager of the subsidiary. 

Some of the lines now being sold 
are Jenkins valves, Stcckham fittings, 
Graton and Knight leather belting, 
American pulleys and Thor electric 
tools. Other lines will be added from 
time to time. 


——__<g——_—_. 


New Lines Proving Profitable for 
Hazard Gould 

Repeat business and favorable re- 
ports from the field have rewarded 
Hazard-Gould and Company, San 
Diego, California, on two new lines, 
Timken rock bits and hose couplings 
manufactured by the Dixon Valve 
and Coupling Company. 


—_--—~<>—_——- 


J. B. Ross Selling for 
Ross- Willoughby 

James B. Ross, son of the founder 
of the Ross-Willoughby Company, 
Columbus, Ohio, is now covering the 
territory north of Columbus for that 
company. This brings the total sales- 
men of this organization to ten. 

Mr. Ross has been with the com- 
pany since his graduation from Dart- 
mouth four years ago. 


a 


Denver Outlook Good 
J. R. Foss, secretary and sales 
manager, M. L. Foss, Incorporated, 
Denver Colorado, reports business in 
machine tools and general mill sup- 
plies as showing a healthy increase. 
The outlook for the spring when 
melting snow will allow the opening 

of mining properties, is good. 


—__—___ 


Maneely Company Moves Sales Office 

The John Maneely Company is 
moving its sales offices in Philadel- 
phia from D Street and Erie Avenue 
to the Real Estate Trust Building, 
Broad and Chestnut Streets on 
March 1. 

In the future the D Street and 
Erie Avenue plant will be used ex- 
clusively as a warehouse with an 
office only for the superintendent and 
his assistants. 
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DODGE DISTRIBUTORS Can 
a on the 1934 need for 





A modern group driven plant equipped throughout with Dodge 
pulleys, Dodge-Timken equipped hangers, etc. Sold through a 
Dodge distributor. 

















An individual drive with ‘‘D-V" drive and Dodge-Timken Bear- 
ings in a large lime plant. Sold through a Dodge distributor. 


| SOR arene 





DODGE MANUFACTURING CORPORATION, MISHAWAKA, 


SES 


PRODUCTION EFFICIENCY 


RATE AIOE AUN OE ERR 


POWER ECONOMY 


BROT TAR ER SRO 


LOW MAINTENANCE 


SBR Fs RRR 


DORN ee 





RARE SS 


Thousands of lazy machines in industrial plants all 
over the country will be reconditioned to meet 
new conditions under N.R.A. codes during 1934. 
Production efficiency, power economy and low 
maintenance can be obtained through the instal- 
lation of new power drive and bearing units at a 
fraction of the cost of new equipment. 


Because production needs should govern the choice 
of drives in every case and because there is a 
place for all types of mechanical transmission, 
Dodge distributors with their broad line backed 
by specialized engineering are in a position to 
capitalize to the fullest extent on these new sales 
opportunities. 


* 
Dodge advertising is carrying a timely message,— 
Dodge engineers are ready to help distributors 


serve their industries by recommending drives to 
fit specific needs. 


INDIANA 
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NEW 
Simplified Catalog 


Sheets on - Ge 
[ss 


pul 
ke CASTERS 


for INDUSTRY 





PALE TIESS CASTERS FoR PpEsiRY 





‘ 
PAELTEESS CASTERS PO bNDG 








These new catalog sheets put 
caster sales on a new basis for the 


plete in every respect. 
distributor’s salesmen. 


And this is important: You can 
supply approximately 90% of your 
customers’ caster requirements from 
stock on a very small investment. 

Let us point out your almost un- 
limited opportunities for sales of 
Faultless Casters. May we send you 
our Simplified Catalog Sheets for 
your salesmen’s binders? 

“Move the Faultless Way.” 


Insert them in your catalog bind- 
ers. They give you, at a glance, all 
the information you require to de- 
velop many profitable caster sales 
from the manufacturing and service 
industries you are contacting fre- 
quently. 


With the Faultless Line you can 
Let us send you also a copy of our new, 


complete and handy Catalog OC on 
Faultless Casters for Industry 


FAULTLESS 
CASTER CORPORATION 


Factory and Executive Offices: EVANSVILLE, IND. 
Canadian Factory: STRATFORD, ONTARIO 


CHICAGO GRAND RAPIDS HIGH POINT, N. C. 
LOS ANGELES NEW YORK ST. LOUIS 


BOSTON 














sell casters for every use. It is com- | 





C. M. Bowers, left, is both an inside and 

outside salesman for the Reilly Brothers 

and Raub Company, Lancaster, Pennsyl- 

vania, while A. John Kline spends all of 

his time contacting industrial users in the 
territory. 





Ressler East for Ryerson 

Harold B. Ressler, vice-president 
in charge of sales of Joseph T. Ryer- 
son and Son, Incorporated, at Chi- 
cago, will move to New York to take 
charge of the Jersey City plant and 
will maintain a close contact with the 
other eastern Ryerson plants at Buf- 
falo, Philadelphia and Boston. 

This move is made owing to the 
resignation of J. A. McNulty, former 
manager of the Jersey City plant and 
on account of the importance of this 
plant and the other eastern properties 
of the company. 

Mr. Ressler has been with the Ry- 
erson Company for 30 years, and 
prior to his moving to Chicago in 
1929 was manager of the Ryerson St. 
Louis plant for 15 years. 

He is vice-president of the Ameri- 
can Steel Warehouse Association and 
has contributed generously of his 
time and experience to the industry. 

ionvaiiiiiatiins 
Columbus Iron Works Adds Men 
and Lines 

W. E. Allen has been employed by 
the Columbus Iron Works Company 
as assistant local representative and 
C. O. Livingston has replaced the 
former manager of Johns-Manville 
roofing sales. 

Among the new lines recently ac- 
quired by this company are those of 
SKF Industries, Alemite Corpora- 
tion and Anaconda Wire and Cable 
Company. 
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e OUTSTANDING NEW PRODUCT. 
e DECLARED SALES POLICY... 


causes Distributors to change to 


JOHNSON UNIVERSAL Completely Machined 














BRONZE BAR LINE 


Johnson’s new Bronze Bars—plus the new protective, helpful sales policy, have caused lead- 
. . . . ‘ ,’ 
ing distributors to change to this better line. Check for yourself the advantages of Johnson’s 


completely machined O.D. and 1.D. (broached) Bars 


Bar—prompltly. 





Fr 00 our PART 





eliminating all 
Waste Material, Blow Holes and under surface defects—thus stopping 
customer complaints and your losses on return goods. 
eliminating, time, and tool saving factors guarantee customer satisfac- tock”, ready for assem- 
tion. Regardless of the line you now handle, likewise check for yourself 
the new Johnson policy and the sales and profit opportunities so quickly — Bronze Bars, 32 Solid 
obtainable with this advanced line. Your request will bring a specimen — Brenze Bars, 19 Hexa- 


These 


@ Complete size infor- JOHNSON 
waste- mation on 575 “in DRONE 
sures 


bly, General Purpose 


Bushings, 185 Cored ~ 


zon Bronze Bars. Write 
for Bulletin No. 339. 








OUTSTANDING PRODUCT 


| Practically all Waste Material Eliminated — Completely 
machined O.D. and I.D. Prevents blow holes and under sur- 
face defects from reaching you and your customers. 


Approximately 25% Less Weight — Means less freight — all 
of the bar is usable. 


O.D. always Concentric with the I.D. — Insures uniform wall 
thickness — reduces machine set up time — simplifies chuck- 
ing. 


Minimum of Scrap (Turnings) — Only 1/32” must be removed 
on either O.D. or 1.D. for micro-metric finishing to meet 
under-size shaft and housing requirements. 


No Shift or Sag — 1.D. finishing eliminates this trouble factor 
which occurs with even the best foundry practice. 


End of Bars Machine Squared — Solid Bars centered for 
turning. 


Uniform Structure Thru-out — Under rigid laboratory super- 
vision of each furnace charge and the latest foundry practice 
with modern equipment, there is always uniform distribu- 
tion of the elements in Johnson Bronze Bars — no hard spots 
— easy machining. 


"Ou F&F w 


8 Severe Inspection before shipment — Your Guarantee to 
your customer. 


Backed by Johnson Bronze — a sincere reputable organiza- 
tion with over 25 years of specialized Bronze experience and 
fair dealing dictating customer policy. 

iO A Source of Supply with Sound Engineering and Metallurgi- 
cal Counsel always available to help your customers. 








6 POINT 


DISTRIBUTOR 


au FF WN 


6 


POLICY 


A line of cored and solid bars 
mgrchandized only through 
recognized distributors. 


Absolute freedom of competi- 
tion by your source of supply. 


Definite sales help to aid dis- 
tributors. 


Definite costs monthly with 
maintained selling prices, assur- 
ing reasonable profits. 
Constant quality product, rig- 
idly supervised by chemists and 
metallurgists, accurately 
machined. 


Positive cooperation between fac- 
tory and distributor. 





JOHNSON BRONZE 


Factory and General Offices, New Castle, Pa. 
SPECIALIST IN BRONZE BEARINGS AND BEARING METALS FOR ALL INDUSTRY 
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“UNBRAKO”’ 
“HALLOWELL”’ 
**PIONEER” 





Mn onl 





Fig. 282 Fig. 220 

“Unbrako” “Unbrako”’ 

Hollow Set Socket Head Hollow Pipe 
Screw Cap Screw Bolt Plug 





Pat’d and Pat’s Pending 


Fig. 732 “‘Hallowell” Steel Work Bench 





Fig. 1249 
“Hallowell” Steel 
Stoel, Wood Seat 
Adjustable Hinged 

Back 





Fig. 1267 
“Hallowell” Steel 
Revolving Stool 


Wood Seat—Foot haft Hanger— 
Rest 


+) 
the ORIGINAL 


The four lines illustrated are all quality products, and jobbers 
interested in selling items of individuality and merit should in- 
vestigate our proposition. 


Each line is very complete, and is attractively illustrated in bul- 
letins which we will gladly furnish upon request. 





STANDARD PRESSED STEEL CO. 


BRANCHES 








BRANCHES 
pnt JENKINTOWN, PENNA. nn a nen 
DETROIT BOX 519 8T.LovuiIs 











| Providence Mill Supply Adds Three 


Men and Lines 
The Providence Mill Supply Com- 
pany has employed three new sales- 
men and has taken on three new lines, 


| on each of which a special drive has 


been put on. These lines are Black 
and Decker electric tools, Disston 
saws and files and Greenfield taps, 
dies and drills. 


<<.» 


New Lines for Tacoma Distributor 

Atkins’ band and circular saws, 
bits and files and Armstrong traps 
are being distributed by Paramount 
Rubber and Mill Supplies, Tacoma, 
Washington. 

I. H. Bertke, president, reports 
business on the up grade, with collec- 
tions still very much in the doldrums. 


——@——— 


Stoddard and Lively Adds Salesmen 
and Lines 

Stoddard and Lively, Newark, 
New Jersey, has added T. C. Ould 
and George Caldwell to its sales 
force. 

This company is now distributing 
the lines of the Standard Conveyor 
Company and Baker Industries in 
New Jersey. 

ee Se 


Manitowoc Distributor Adds 
Auto Parts 
The J. J. Stangel Hardware Com- 
pany, Manitowoc, Wisconsin, has 


_ added an auto parts department. In 


addition to this line, general shelf 
hardware, heavy hardware and mill 
supplies are handled. 

The addition of a salesman on 
January 1 brought the company’s 
road force to four men. 


———_.——— 


White Star Distributing Magnolia 
Metal 
The White Star Company, 
Wichita, Kansas, is now distributing 
Magnolia Babbitt metal, according to 
information received from A. C. 


Rynders. 
—<»—___ 


Brooklyn Distributor Employs Two 
Salesmen and Adds Three Lines 
Kasper and Koetzle Hardware 

Company, Incorporated, Brooklyn, 

New York, has added two new 

salesmen to its force and taken on 

the distribution of Moly hack saw 
blades, Albany grease and_ v-belt 
sheaves and belts. 
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vears of intensive application to the problems of belt lacing are behind 
the highly refined equipment produced by Clipper today. 





seconds is the time required to lace a six-inch belt with the Clipper 
No. 6 speed lacer. ; 





years of continuous running is one of many records made by belts 
laced with Clipper Hooks. 





to 30% less than any other belt hooks made in America is a price 
argument which alone should convince every plant purchasing 
agent that Clipper Quality Hooks are the only hooks to buy. 





Clipper Belt Lacer Company 


GRAND RAPIDS MICHIGAN 














HIS hammer with its adjustable raw- 

hide faces is designed to meet the de- 
mand for a soft-faced hammer that will 
overcome the objections to rawhide mal 
lets and many of the defects of the ham 
mers with adjustahle faces now on the 
market. An adjustable metal head holds 
the faces firmly; the jaws are so recessed 
as to cause the face to slightly mushroom 
at the back, preventing faces from falling 
from head. Handle is carefully fashioned 
to the hand to prevent fatigue. Worn 
faces can be quickly replaced, keeping the 
hammer in a uniform state of efficiency 


Gregne, Tweed & Company, New York 
City, New York. Mitt Suppties, March, 
1024 

Ceiling Drive Base 





NTENDED for installation where ceil- 

ing line shafts are preferable to indi 
vidual motor drives, this ceiling drive 
base affords maximum efficiency with a 
minimum of maintenance. In this type 
of base, the weight of the motor, lightly 
cradled in the belt, automatically main 
tains the belt tension. The pivoted motor 
instantly adjusts itself to changing belt 
length— whether caused by normal elonga 
tion, atmospheric conditions, peak loads 
or by centrifugal force. Correct belt ten 
sion, once established, remains constant, 
delivering power steadily and dependably 
to the line shaft. Hanger arms, of extra 
strength and rigidity, carry the motor 
horizontally and with greater clearance 


52 

















from the ceiling. Made in sizes to ac- 
commodate motors varying from % to 
75 H. P.—Rockwood Manufacturing Com- 
pany, et gg Indiana. Mitt Sup- 
PLIES, March, 1934 


Plug Type Valves 


tee 


tH 





HESE valves are designed for severe 

service demanding maximum resist- 
ance to destructive action on valve seat 
bearings. Fitted with special alloy seats 
and discs of a non-ferrous composition 
of great hardness which retains its hard- 
ness at high temperatures and is resistant 


to wear, abrasion, erosion and corrosion, 
the valves come in two types. The iron 
body, bronze mounted “Ferrenewo” plug 


type valve is made for 150 lb. S. P. while 
the bronze “Renewo” valve is available 
in either 200 or 300 Ib. S. P. patterns 
The valves are made with full length, 
deep seated plugs. Fach plug is ground 
into its own seat, to a uniform bearing 
from end to end, insuring a leak proof 
fit. Excepting bodies and bonnet rings, 
all parts are interchangeable —The Lunk 
enheimer Company, Cincinnati, Ohio 
Mitt Suppiies, Warch, 1934 


Internal Precision Grinders 





HESE new machines are designed for 

a wide range of accurate internal 
grinding and are readily adaptable for 
use with lathe and boring mill. Unlike 
grinders equipped with universal motors 
wherein the speed varies in direct pro- 
portion to the applied load, these grinders 





with powerful constant speed motors, op- 
erate at practically the same speed under 
any load within their rated capacity. Or- 
dinary vitrified wheels can be used with 
absolute safety. Due to their unique de- 
sign the grinders in no way detract from 
the capacity of the machine on which 
they are mounted.—The Hisey-Wolf Ma- 
chine Company, Cincinnati, Ohio. Mtr 
Suppites, March, 1934. 


Hand Taps 


one 


tut bh hh hh bh he ee 





ANEW principle in thread construction 
is used in this four-fluted hand tap 
furnished in cut, commercial ground, 
and precision ground threads in either 
NC, NF or NS. Twelve tap sizes vary 
from %-inch to one-inch. The advan- 
tages pa this tap lie in a redesign of the 
United States or National form of thread 
which is said to improve tool perform- 
ance, provide better fit, contribute greater 
strength in the assembly of tapped and 
threaded parts, and increase tap life con- 
siderably beyond the average heretofore 
expected, while, at the same time, per- 
mitting complete interchangeability with 
the United States standard thread form. 
—J. M. Carpenter Tap & Die Company, 
Pawtucket, Rhode Island. Mitt Suppttes, 
Viarch, 1034 


Truck Caster 





HILE primarily designed for use 

on bread racks and dough troughs 
in bakeries, this truck caster is service- 
able for other purposes in the industrial 
plant. The construction utilizes a deep 
ball race and a row of hard steel balls 
to carry the load. A second ball race 
placed around the king bolt uses a hard- 
ened thrust washer to absorb the side 
shock and also to support the load and 
compensate for the long throw of the 
caster, Wheels are machine finished with 
corners well rounded to insure floor pro- 
tection. Standard equipment includes 
Alemite fittings—Bond Foundry & Ma- 
chine Company, Manheim, Pennsylvania. 
Mitt Suppwies, March, 1934. 
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OUR SALES WORK 
is geographically concen- 
trated. Your calls are mostly in 
the metropolitan areas that con- 
tain the big industrial plants. As 
you go about your job of selling 

A you circulate in the Cities. 
ry 





NICHOLSON FILE ADVER- 
TISING does the same. In 
eighty percent of the big indus- 
trial centers, Nicholson File Ad- 


vertising follows your routes by 


appearing in the leading pub- 


lications covering those Cities. 


THINK OF THE ADVAN- 
TAGE of selling quality files 
whose quality is advertised not 
only in magazines of wide cir- 
culation but also in newspapers 
of concentrated circulation. 
This national advertising, 
focused for your benefit on your 
customers, is building file sales 
for you. Nicholson File Com- 
pany, Providence, R. I., U.S.A. 


FILE FOR EVERY PURPOSE 
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New conditions in the distributing field 
are eliminating unfair and troublesome competition— 
magnifying Quality and Service. 

Capitalize on the present opportunity — SELL 
QUALITY by selling Brown & Sharpe Tools — and 
GIVE SERVICE by having a stock of Brown & Sharpe 


Tools at hand—the ideal “‘setup” to back up your 
“personality” to get the business today. 


Brown & Sharpe 
Mfg. Co. 
Providence, R. I. 





Brown & Sharpe Tools 


“World's Standard of tecuracy” 





A salesman caught in action. R. A. Lud- 
low of The Abrasive Machine and Supply 


| Company, Newark, New Jersey, walked 
| into the reception room of a manufac- 
| turing plant and ran smack into our 


“nosey reporter.” He believes in concen- 
trating on profitable lines and that sam- 
ples and demonstrations are of definite 
help in making sales. That he practices 
what he preaches may be judged from the 
load he carries, which in this case con- 
sists of a belt dressing demonstrating out- 
fit and some brush samples. 





Two Salesmen Employed by 
Columbus Distributor 
Plumbers and Factory Supplies, 
Incorporated, Columbus, Ohio, has 
added Wayne Watkins in the Ports- 


| mouth territory and J. A. Burt in 


the Dayton territory to its sales 
force. 
During the past three months this 


| company has put on a special sales 


drive to clear its shelves of slow- 


| moving and obsolete stock. 


<> 


Teuscher Pulley Distributes 
New Lines 

The Teuscher Pulley and Belting 
Company, St. Louis, Missouri, is 
now distributing Bliss and Laughlin 
cold drawn steel shafting, Cumber- 
land Steel turned, ground and’ pol- 
ished shafting, Rockwood steel and 
cast iron v-belt sheaves, Edgemont 
Machine clutches and Goodyear 


v-belts. 
a an 


Distributor Executive Available 

An experienced mill supply man, 
who has spent many years in an ex- 
ecutive capacity with several supply 
houses, is interested in making a new 
connection with a distributor or with 
one or more manufacturers seeking 
to extend their distribution through 
industrial distributors. Address in- 
quiries to Sales Promotion Manager, 


Mill Supplies. 
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TOCKS of pipe held by industries and 
by supply houses have been badly 
depleted. Now that business activity is on 
the upgrade, it’s time to take stock—to 
fill up the holes, and perhaps with an eye 
to future prices, to anticipate demands. 
And when you know what is needed, 
specify Republic Steel Pipe if you want 
these qualities: long life because of the care 
used in refining the steel; ductility that 
makes bending, coiling, flanging and ex- 


REPUBLIC STEEL CORPORATION 


“GENERAL OFFICES “SqRgEy YOUNGSTOWN, OHIO 





TO FILL UP THE HOLES 
IN YOUR STOCK .. . 


REPUBLIC 
| STEEL PIPE 


panding easier; uniformity of structure that 
produces clean, sharp threads and saves 
effort and tear on tools; welding qualities 
that save time on welded jobs. 

Whether you buy pipe for use, for fab- 
rication or for resale to users, there’s a lot 
of satisfaction in knowing that it is made 
by a manufacturer whose name on the pipe 
indicates a quality product and a reputa- 
tion for fair dealing. 

Your inquiries on steel pipe will be 
given prompt attention. 
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a a 
BRINGING HOME 
THE HOIST BACON 















One of them Sold an 
R & M ELECTRIC 
HOIST— You can tell 
which one by the size 
of the Bacon 











ROBBINS & MYERS’ 
ELECTRIC HOISTS 
ARE PROFITABLE 
A COMPLETE LINE 
ELECTRIC & HAND 
HOISTS-CRANES 


FOR EVERY NEED 
Write for Bulletins 


ROBBINS & MYERS, INC. 


Hoist Division 
SPRINGFIELD, OHIO 


SOLD THRU MILL SUPPLY HOUSES 
EVERY WHERE 
































“Most successes are won by doing ordinary things extraor- 
dinarily well,” said some knowing sage. And in answer to it 
we say, “you and me both”. Our success depends upon your 
selling, yours depends upon our making such ordinary 
things as switches, portable guards, and other electrical spe- 
cialties—extraordinarily well. 


The McGill line is a profitable and easy-to-sell line. It fits in 
at practically every sale. Write for the McGill Bulletin No. 
51. Now ask every customer, new or old, if he needs lamp 





iMCGILL/> 


MANUFACTURING CO. 


Electrical Specialties of Quality 
ESTABLISHED 1 


VALPARAISO - INDIANA 
Box No. 669 
























| F. W. Gorman is now in charge of the 


| 


El Paso Saw and Belting Company, El 
Paso, Texas. Recently he has spent a 


| great deal of time contacting accounts in 


Mexico. 





Salesman and Lines for Hagerty 
Brothers 

Hagerty Brothers Company, 
Peoria, Illinois, has been established 
as distributor for the Quigley Com- 
pany and the Cutler-Hammer Com- 
pany. 

J. Frank Wood, formerly with the 
Essley Machinery Company, Chi- 
cago, has joined the Hagerty organi- 
zation as a salesman. 

solecilinaeiciee 

New Lines for New Bedford 
Distributor 

Russell, Milhench and Harrison 


| Company, New Bedford, Massachu- 


setts, has been appointed distributor 
of Keystone greases, Cling-Surface 
belt dressing and Colson casters and 
trucks. 
Yohe Stocking V-Belts 

The William 5. Yohe Supply Com- 
pany, Canton, Ohio, on February 1, 
put in a_ representative stock of 
v-belts and sheaves to round out its 
otherwise complete stock of trans- 
mission equipment. 


—__———— 


New Horsford Salesman 
M.S. Aronson, formerly with the 
Link-Belt Company, has been em- 
ployed by Horsford Brothers Com- 
pany, Incorporated, San Francisco, 
as a salesman. 


—_——_——_——_ 


New Lines Added by Johnson- 
Mandeville 
Johnson-Mandeville Company, 
Newark, New Jersey, has been ap- 
| pointed distributor for Pyrene ex- 
| tinguishers, Keystone greases and 
| Johns-Manville packings. 
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A hard-working crew from the Johnson- 
Mandeville Company, Newark, New Jer- 
sey. Left to right: C. H. Hinckley, sales- 
man; J. F. Patterson, assistant manager; 


H. J. Van Volkenburgh, purchasing 
agent, and F. A. Hubert, president. 


January Building Doubles Last Year 

3uilding contracts let during Janu- 
ary showed a gain over 100% over 
January, 1933, according to F. W. 
Dodge Corporation, but the total of 
$187 ,463,700 was almost 10% smaller 
than the contract volume for Decem- 
ber, which totaled $207,209,500. The 
current January total was only 5% 
behind the volume for the entire first 
quarter of 1933. 

January contracts for residential 
building totaled $15,110,400 as 
against $23,899,600 for December 
and only $11,950,900 for January, 
1933. Awards for non-residential 
building amounted to $58,616,100 in 
January as compared with $50,040,- 
000 for December and only $28,731,- 
600 for January of last year. Public 
works contracts (of engineering 
types) awarded in January not only 
exceeded the totals for both compar- 
ative periods but were more than 
60% larger than those reported for 
the entire first quarter of 1933. Pub- 
lic utilities awards fell sharply from 
December. 

Contemplated construction re- 
ported during January totaled $475,- 
894,600 for the 37 eastern states; 
this compares with $778,030,600 for 
December and $101,843,300 for Jan- 
uary of last year. Gains over a year 
ago in contemplated work were re- 
ported in each of the 13 districts ex- 
cept the Kansas City area where the 
decline was only nominal. Contem- 
plated work reported in January 
for the 37 states totaled greater than 
the volume reported for the entire 
first quarter of 1933. 


DEMANDS ... 
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PLANNED 
SELLING 


That the Distributor be 
protected to the fullest 
possible degree in the ter- 
ritory in which he works. 


That the Distributor 
make a fair margin of 
profit on all items mer- 


chandised. 


A maximum amount of 
cooperation from manu- 
facturers, hel ping the 
Distributor to know 
where definitely to look 
for sales of product and 
pointing out the various 
ways the product can be 
used to increase efficiency 
in the various fields. 


Advertising directed to 
the particular customers 
of the Distributor and 
aimed to aid him in mer- 
chandising in his particu- 
lar field. 


A Quality product that, 
because of high standards 
of construction, enables 
the user to eliminate 
waste and make real sav- 
ings on all jobs where 
specific products are used. 





DUTY 


BRAND 


CLEVELAND'S 
5 POINT POLICY 


ASSURES ... 


SALES POLICY—In accord 
absolutely with the ideals and 
policies of the American 
Supply and Machinery Man- 
ufacturers Association — of 
which it is a member—the 
Cleveland File Company 
merchandises its products 
only through legitimate es- 
tablished distributors. 


RESALE POLICY—We be- 
lieve the distributor is enti- 
tled to a reasonable and 
proper margin of profit. 
Cleveland File Distributors 
are securing this through the 
suggested resale limit con- 
sumer discount recommended 
by us and maintained by our 
distributors. 


FACTORY COOPERATION— 
Through a very definite set-up of 
repeated personal assistance to 
distributors, in the introduction 
of and maintenance of sales of 
files, this company cooperates 
fully in each territory for a con- 
tinued expansion of business. 


LOCAL PUBLICITY — All Cleve- 
land File consumer advertising is 
concentrated in the various terri- 
tories of our distributors and is 
pointed for direct immediate local 
reactions. Direct mail, local pub- 
lications, trade journals, etc., are 
the media used. 

QUALITY PRODUCTS —In_s the 
preduction of Super-Duty and 
Blue Star Brands, quality has 
always been the prime incentive. 
Through constant research and 
development “Cleveland File’’ is 
ever increasing the usability, effi- 
ciency and value of their products. 





I 


The CLEVELAND FILE CO. 


3400 HAMILTON AVE. 


CLEVELAND, OHIO 
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SAVE 





14 on your original Crane Cost 


SAV E again on 


the cost of operation 


UNDREDS of users of Curtis 

Air Powered Cranes saved the 
cost of their crane installations the 
first year. Some report annual sav- 
ings of two to three times the cost 
of their Curtis equipment. 


The reasons for these savings are: 
(1) Curtis Air Powered Cranes cost 
only half as much as electric cranes 
in the beginning; (2) then continue 
to save by requiring practically no 
repair; (3) they are so simple that 
common labor can operate them. 
Curtis Cranes do everything that any 
other power crane can do; and some 
things that no other power crane can 
do as well. 

If you are considering a crane, in- 
vestigate the Curtis. 


Construction 


Curtis Air Powered Cranes are made 
in capacities, 500 pounds to six tons; 
in spans from 12’6” to 45’. Ends are 
pressed steel for maximum strength 
and minimum weight. Long wheel- 
base, large diameter wheels and flex- 
ible roller bearings in crane and trol- 
ley wheels assure easy movement. 


Performance 
Curtis Air Powered Cranes handle loads 
smoothly. Speed is variable and can be con- 
trolled Spots to a hair's breadth. Over- 


Can't be hurt by heat, 
Requires practically 
reduces losses from 
Operated by com- 


loading can’t damage. 
fumes, moisture or dust. 
no repairs. Simplicity 
production interruptions. 
mon labor. 


Curtis Pneuma- 
tic Machinery 
Company 


1928 Kienlen Ave., 
St. Louis, Mo. 











CURTIS 


5518V Hudson Ter- 
minal, New York 
City 
Compressors 
Air Hoists 


I-Beam Cranes 
and Trolleys 
































There is nearly half a century of sales making performance 
behind Porter tools. So successfully have they sold themselves 


that with many houses they are "de- 
mand goods" and their volume and 
profit making possibilities are not at- 
tained. Give adequate sales support 
to the Porter line: 


Bolt Clippers 
Chain Cutters 


Compacts 
Foresters 
Shear Cutters 


and you will find the market respon- 
sive, results gratifying. 


Porter Tools are sold through 
Mill Supply Houses 
and Hardware Jobbers. 








H.K.PORTER, INC. £VERE77. MASS. 

















Most of us work in miserable climates the 
best part of our lives with the idea that 
some day we may have enough money to 
settle down in some balmy spot. Not so 
with H. L. Dussell, purchasing agent of 
the Western Metal Supply Company, San 
Diego, but then, what has he to look 
forward to? 





Dodge-Newark Adds New 
Motor Line 
The Dodge-Newark Supply Com- 
pany, Newark, New Jersey, has 
taken on the distribution in northern 
New Jersey of U. S. Autostart as- 
bestos protected electric motors and 
Syncrogear motors manufactured by 
the U. S. Electrical Manufacturing 
Company, Los Angeles, California. 
iia tactic 
Muskegon Hardware Employs 
New Salesman 
The Muskegon Hardware Com- 
pany, Muskegon, Michigan, has em- 
ployed Donald Schull as a salesman. 
This company has taken on the line 
of power tools manufactured by the 
Delta Manufacturing Company, Mil- 
waukee. 
camnmaliliiaass 
Independent Supply to Move 
The Independent Supply Com- 
pany, Scranton, Pennsylvania, ex- 
pects to move to new quarters in the 
near future, according to informa- 
tion received from James O’Connell, 
treasurer. 
ee een 
Tracy Developing Junior Salesman 
The Lewis E. Tracy Company, 
Boston, Massachusetts, is developing 
a new junior salesman, according to 
word received from L. E. Tracy. 
pean eet 
Salesman Seeking Connection 
A salesman with over 20 years’ ex- 
perience in the industrial supply field 
is seeking a sales connection. He has 
traveled Wisconsin, Chicago and 
parts of Illinois, specializing on in: 
dustrial supplies, machine _ tools, 
transmission equipment and mechani- 
cal rubber goods. 
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Code Labor Provisions Must Be 
Posted 

Regulations requiring 

operating under approved codes to 

post the labor provisions of those 


employers | 


codes conspicuously in their es- 
tablishments have been issued by | 
National Recovery Administrator | 


Hugh S. Johnson. 


Under the regulations issued in ac- | 


cordance with a recent Presidential 


executive order, official copies of the | 
hour and wage provisions of the | 
code to which he is subject will be | 


furnished to each employer. These 
official copies will include detailed 
directions for the proper filing of 


complaints of violations of the pro- | 


visions. 


“Such official copies,” the regula- | 
tions prescribe, “with such directions, | 


shall be kept conspicuously posted at 
all times by such person in each shop, 
establishment or separate unit of his 
enterprise to the extent necessary to 


make them freely accessible to all 


employees.” 


Posting of the provisions is de- | 


signed not only to acquaint employ- 
ees with their rights under codes but 


also to protect employers from com- | 


plaints made in ignorance of code 
provisions and to protect faithfully- 
complying employers from chiseling 
competitors. 


The executive order, signed by | 


President Roosevelt on February 8 
points out that “Section 10 (a) of 
the National Industrial Recovery Act 
prescribes a fine not to exceed five 
hundred dollars ($500) or imprison- 
ment not to exceed six (6) months, 
or both, for the violation of any rule 


or regulation prescribed under the | 


authority of and pursuant to the pro- 
visions of this order.” 
The regulations provide for regis- 


tration within 30 days by employers | 


with their Code Authorities of the 
number and locations of their shops, 
establishments, or separate 


units. | 


Thereafter the Code Authorities will | 
furnish the required number of offi- | 


cial copies (prepared by NRA) of 
labor provisions for posting. 

In cases where an employer is per- 
mitted by a modification, exemption 
or exception to pay lower wages or 


work employees longer hours than | 


prescribed by the code for his indus- 
try or trade, certified copies of the 


modification, exemption or exception 


will be furnished for posting with 
the official copies of the code provi- 


sions. 














St} 


UNIVERSAL 
ELECTRIC TOOLS 


There is no questioning THOR quality or 
THOR performance .. . The record is an open 
book... At the same time THOR manufac- 
tures more different kinds and sizes of portable 
electric tools for sale through mill supply dis- 





tributors than any other manufacturer . . . There 
isn't an application in the industrial plants in 
your territory which can't be handled most 
speedily, most efficiently and most econom- 
ically by a THOR ELECTRIC TOOL... In 
support of this modern, complete line, we have 
a distributor policy that really makes you want 
to sell our products... We suggest you write 
us... Your inquiry will bring you a very com- 
plete explanation of the THOR Distributor 
Plan. 


INDEPENDENT PNEUMATIC TOOL CO. 


TOOLMAKERS SINCE 1893 
600 West Jackson Blvd. 


CHICAGO, ILL. 


NEW YORK » BIRMINGHAM » SAN FRANCISCO 
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The Best Thing 
about 


Quincy 
Compressors 


The best thing we can say 
about Quincy Compressors 
is that they are being bought 
every day for general in- 
dustrial service—for standby 
or auxiliary service—for 
special service. 


This means profit to Distributors 
selling Quincy Compressors— 
especially since the line is com- 
plete—designed and built with 
latest improvements, including 
pressure lubrication and Lynite 
rods. 


Ask about the Quincy Dis- 
tributor Policy 


MODEL WWD—Water 
Cooled Duplex, with 
pressure lubrication. 
Any type control. 











MODEL WWC — Water 
Cooled Duplex, with pres- 
sure lubrication. Com- 
pletely automatic includ- 
ing all controls. 


QUINCY .COMPRESSOR CO. 
303 MAINE STREET, QUINCY, ILLINOIS 
205 W. Wacker Drive, Chicago, Illinois 
30 Church Street New York, New York 





JUINCY 


Compressors 








| 
| 


| 


| Alert Pipe and Supply 


Alert Business Shows Increase 
Information received from 
Company, 


Bay City, Michigan, tells a story of 


steadily increasing volume. Novem- 
| ber registered an increase of 25% 


December 90% and January 


| 66 2/3% 


Are You Selling Your Sales | 











Force Short? 
By HENRY W. YOUNG 





“Here is a machine that may suit 
you,” said an industrial distributor 
who was trying to sell me a grinder. 
“I’m not sure whether the motor is 
of standard make or not. It may 
overheat, but time alone will tell. 
Probably the abrasive material is of 
good quality. I have never sold one, 
and I am not sure. Whether it will 
stand a lineal speed of 5,000 feet per 
minute is problematical, but if it lets 
go and flies to pieces, you can easily 
buy another.” 

“You are either dreaming or kid- 
ding,” I can hear the reader say. 
‘“‘No man in his senses ever put up a 
sales talk like that.” 

Right. I am dreaming, as far as 
that particular example goes. It is 
only an example. But I repeatedly 
have heard statements made by dis- 
tributors and jobbers, without exag- 
geration, from Boston to San Fran- 
cisco, straight across this country, far 
more detrimental to their chief asset 
than the above mythical one about a 
mere product. I have heard these 
statements made by the chief execu- 
tives and sales managers of indus- 
trial distributors, electrical wholesal- 
ers and hardware jobbers, in their 
offices and at conventions. 

Reference is made to that whole 
family misconception and com- 
ment that is represented by a term 


of 


| 
| 
| 
| 
| 
! 


that has been applied and re-applied, | 


until it is almost a slogan—‘the dis- 
tributor’s salesman is nothing but an 
order taker.” 

Now go over the other side of the 
fence—the manufacturer’s side. You 
will hear almost the identical phrases 
repeated there. “The distributor’s 
salesman never really sells anything.” 
“The jobber’s salesman is only 
order taker.”” Even the contact men 
and space buyers, who place the | 
manufacturer’s advertising, who per- 
haps never saw a distributor’s sales- 
man to recognize him as such, and 


an 


4 Get prospects to 
‘Try This 


\on just one machine 





A trial sells BRISTOS 


N many plants BRISTO Set Screws 
have been adopted for general use 
on all kinds of equipment, as the re- 
sult of a trial on just one machine. For 
a test experience with these unique 
Screws usually shows a worth-while 
saving in setting-time and labor. 


BRISTOS speed-up work. The wrench 
finds its own way into the fluted 
socket, without slipping or fumbling. 
Then, all the force needed for a 
tighter set can be applied without fear 
of rounding out or splitting the 
BRISTO socket. The explanatory 
drawings show why. 


Neater appearance, longer wear, pro- 
tection against unauthorized tamper- 
ing, are other advantages offered by 
BRISTO Set Screws and BRISTO Cap 
Screws. There’s a selling advantage, 
too, in the fact that many sizes are 
available . . . several under 14 inch. 
To sell BRISTOS get your prospects 
to try them and see how these 
Screws . . . costing no more than ordi- 
nary screws ...can simplify work and 
improve products. 


WHY THEY’RE BETTER 


Compare direct turning pressure of BRISTOS, 
left, with sidewall pressure of other designs. 





THE BRISTOL COMPANY, 
WATERBURY, CONNECTICUT 


Branch Offices: Akron, Birmingham, Boston, 


| Chicago, Denver, Detroit, Los Angeles, New York, 
| Philadelphia, Pittsburgh, St. Louis, San Francisco 


TRACE ManK 


 BRISTO 


ACG. U.S. PAT. OFF. 


Hollow Safety Socket Head 
SET SCREWS CAP SCREWS 
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who most assuredly never saw one 
work, glibly make the same state- 
ment, as though it were a well-known 
and obvious fact. 

Because a great many people, over 
a long period of time, say that a 
thing is so, does not make it so, else 
the earth must have been flat for 
many years. To assert that the dis- 
tributor’s salesman is a man without 
initiative, knows little or nothing 
about the products that he is sup- 
posed to sell and is only able to ask 
what the customer needs, on the days 
that he calls, is certainly far from 
the truth. Yet that is just what is 
held against this man when the asper- 
sion is cast that he is “only an order 
taker.” 

One of the main problems facing 
the distributor today is to combat 
this misconception, and properly sell 
the sales organization to industry, to 
the manufacturer and to the world. 
This cannot be done if the distribu- 
tor for a moment acquiesces to, or 
himself bandies about that threadbare 
order-taker phrase. He well knows 
that, while there are always some 
individuals in every field of endeavor 
who do not measure up to the stand- 
ard, his men, as a whole, do under- 
stand a great deal about the products 
that they sell, that they do exercise 
intelligence, that they do know their 
territories and the needs of the indi- 
vidual customers therein. He 1s 
moreover aware that some of them 
know certain of their lines so well 
that they are better able to discuss 
and demonstrate them than some of 
the representatives of the very com- 
panies who makes these lines. 

I have always been fascinated by 
big maps stuck full of yellow and 
black and blue and pink pins. In the 
manufacturers’ sales offices, very fre- 
quently these pins represent distribu- 
tor outlets. Occasionally, 1 have 
attempted to find out something as to 
the background of these pins. Mostly 
I found that each was just a pin— 
perhaps blue if it represented a good 
distributor, or yellow if a distributor 
about to get tlie axe. 

“How many salesmen has this one 
got?” 

“Oh, we have no information as 
to that.” 

“What territories do the salesmen 
of this one cover?” 

“Don’t know.” 

Distributor outlets, to most people 
mean just that—distributors. If a 
manufacturer has 50 distributors, he 
thinks 50 outlets. He seldom re- 





INCREASING 
Industrial Activity 


opening tremendous 
sales opportunities 
for distributors of 


COFFING 
HOISTS 


‘“¢The Universal Tools’’ 

















asin, Veh: 75 te thused over the keen inter- 


est that is being displayed “ede A—% 


ton; Weight: 


by industrial buyers in Coffing Hoists, particu- 14, band 


et a rage : E Model F—1% 
larly since industrial activity began increasing. 2", ¥*i#h": 


Costin ane Hoists; Coffing distributors are en- 8 


As a result, they are selling hoists to every con- 
ceivable market—at fine profits. 


Here are the reasons why Coffing Hoists 
are going over so strongly today: 


1. They are soundly designed and 
simply constructed. 


2. They are compact, easily carried 
and can be handled without diffi- 
culty BY ONE MAN—even 6-ton 


jobs. 





3. They have an exclusive free chain 
mechanism so that when there is 
no load on the chain, the chain 
can be adjusted up or down with- 
out using the hoist handle. 





Our Model F. T.— 
Capacity: 3 tons; 
Weight: 34 Ibs. 


4. They are unbelievably light, re- 
markably powerful and extremely 


z Left—Model Z.— 
versatile. 


Capacity: 6 tons; 
Weight: 65 Ibs. 





The market for Coffing Hoists is growing daily. You 
should know more about your opportunities with this 
fast-selling line. Write for complete information. 








313 E. Van Buren St. COFFING HOIST COMPANY Danville, Ill. 
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SIMPLEX 
VISES 




















Desmond Dressers 
and Cutters should 
be in every one of 
your customers’ 
plants as they keep 
grinding wheels 
true and fast cut- 
ting for econom- 
ical service. For 
over twenty-five 
years we have 
been considered as 
headquarters for 
all types of wheel 
truing tools. 








Simplex Steel Slide Vises offer 


your customers the 


added 


strength and service of a solid 
steel slide at no extra cost. 
This exclusive feature will help 


you sell vises. 


We Sell 
Through 
Distributors 





DESMOND 
DRESSERS 








Designed for Ready Acceptance 


by Your Customers 


There is a sales op- 
portunity in every 
plant for dressers 
and vises. If you 
are not now stock- 
ing Desmond 
Dressers and Sim- 
plex Vises write us 
for complete infor- 
mation and prices. 














STEPHAN STICK 
BELT 
DRESSING 


THE 




















® HAN 
oe. co. DESMOND 
URBANA, OHIO DIAMOND 
TOOLS 































ccurdcy- 


For 80 years CLARK BOLT and Nut 


Products have stood for accuracy. 


In the steel—in the processing and 
forming—in the threading—in the fin- 
ishing—and in the filling of your orders, 
large or small, you can assure yourself 
complete satisfaction by insisting on 


CLARK Bolts, Nuts and Screws. 


Our latest catalog lists a complete line 
of standard bolt and screw products for 
every need—write us for your copy. 


GLARK BrosBoit (0 
Charles St., Milldale, Conn. 


volves the idea in his mind that if 
there are an average of 10 salesmen 
to a house he has 500 salesmen to 
utilize. Now do not get from that 
that he does not know about what 
that average is, or that he has never 
given a thought to the distributors’ 
salesmen. What I do say is, that his 
thoughts revolve around 50 distribu- 
tors and whether they are doing a 
job for him, and not around 500 
salesmen, what kind of fellows they 
are and what they might do for him. 

What would happen, do you sup- 
pose, if distributors did such things 
as these: 

Promised themselves and kept that 
promise, that they would never again 
speak of their own salesmen as order- 
takers. Furthermore, if an outsider, 
be he manufacturer or customer, 
used the term they would courte- 
ously but firmly call that person’s 
attention to a serious error which he 
had made. 

Mapped out their whole territory 
and shaded the parts which each 
salesman covered, giving the name 
and qualifications of each salesman. 

Photographed their salesmen and 
made up composite sheets showing 
not only the pictures of these men 
but giving in brief the background 
of their experience and indicating in 
what fields they were particularly 
qualified or in which they were spe- 
cializing. 

Printed lists of these men, showing 
where they could be reached at home 
as well as at the office. 

And suppose again that general 
information, of which the above is 
the merest suggestion, were pre- 
sented in printed form in various 
ways from time to time and widely 
circulated in two fields, one of which 
is the field to which the distributor 
sells and the other the field from 
which he buys. 

Now one final supposition. If this 
class of “informative propaganda” 
were to be disseminated, not by a 
few but by the majority of distribu- 
tors, the effect would be to make the 
supplier as well as the customer think 
of the distributor in terms of a sell- 
ing organization rather than a middle 
man, 


It is true that the distributor or 
jobber functions as a warehouse, as 
a credit bureau and as a guarantor 
of numberless small accounts. But 
these functions fade into obscurity if 
he does not sell the goods. Above all, 
these distributors function not simply 


























MARCH, 1934 











as “outlets” through which goods are 
permitted to trickle, but as sales 
organizations by means of which real 
“head” or pressure is put upon the 
process of distribution. 





What the Industry Thinks About 
“Facing the Facts” 
(Continued from page 13) 





or 20 salesmen, maintains an aver- 
age stock of $20,000 or $200,000 oc- 
cupies 5,000 feet of floor space or 
500,000 has no bearing on the situa- 
tion.’ 

“Based upon this, any manufac- 
turers’ agent or curbstone broker, 
carrying a few samples of manufac- 
turers’ products would be classified 
as a legitimate distributor. 

“In my opinion, our industry has 
faced the facts and, in our territory, 
we have been and are building up 
our organization to point where it 
not only is but, we believe, will con- 
tinue to be truly representative of the 
industry.” Alvin M. Smith, presi- 
dent, Smith-Courtney Company, 
Richmond, Virginia. 

* 

“The funny thing is that it is diff- 
cult to get the secretaries of distribu- 
tors’ associations to tell us which 
concerns throughout the country are 
legitimate and which are not. Of 
course, the individual distributors in 
any locality wish to claim that a lot 
of new concerns are not legitimate 
mill supply distributors and each 
manufacturer has to settle each case 
by very careful thought before he de- 
cides whether to quote a new concern 
distributors’ prices. 

“As you say in your editorial, 
there are many facts which must be 
taken into consideration and most 
any sales manager with adequate 
experience in selling the industrial 
trade can usually determine very 
quickly whether a concern is going 
to operate as a real distributor or is 
simply going to be a broker or spe- 
cialty salesman. 

“Fortunately, we are hooked up in 
most parts of the country with estab- 
lished industrial distributors and it is 
only occasionally that we have a new 
concern with which to negotiate an 
agency contract. Of course, if we 
had some sort of a law in this coun- 
try that would prohibit a concern 
from going into business without a 
franchise from competent authority, 
it would simplify the matter consid- 
erably, as it is undoubtedly very 
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NO WONDER 


so many distributors are selling 


“MOLY” BLADES 


The popularity of “Moly” Hack Saws 
is not hard to understand when you 
consider the 





‘/, Lower Cost 
50% Mark-Up 
33 /,% Profit 


And add to this the fact that these 
blades are actually setting new 
standards of metal-cutting perform- 
ance every day—and also the fact 
that they are sold under a policy 
that protects the distributor 100%. 


No wonder “Moly” Blades have 
created such a sensation among dis- 
tributors and users alike. If you are 
not cashing in on this opportunity 
for profitable sales, it will pay you 
to investigate now. 


GENUINE ““MOLY”’ 


Blades are made only in the Star brand by 


CLEMSON BROS., INC. 


MIDDLETOWN, N. Y. 
and in the Victor brand by 


VICTOR SAW WORKS, INC. 


MIDDLETOWN, N. Y. 


These two companies are the sole licensees of 
Genuine “Moly” Hack Saws. 


“MOLY” HACK SAWS 


@ 235 








64 


MILL SUPPLIES 








We help you sell it. 


A mail selling campaign that is 
bringing up to 30°, response is 
proof of the growing need of in- 
dustrial plants to improve and pre- 
serve their properties with— 


VALDURA 


ENAMELIZED 


PAINT 


the new long-life paint 
protection 


| 
| 
| 
| 
| 


| 


| of a territory or the initiative of cer- | 


annoying to old established distribu- 
tors to have new concerns start up 
from time to time and take business 
away from them. 

“On the other hand, it is necessary 


| to have a certain amount of freedom 


that will not stifle the development 


| tain individuals who have the capital, 


experience and ability to go into busi- 


| ness for themselves.” E. S. Norvell, 


The close approach of spring is | 


quickening this demand. You have 
every opportunity to smash even 
the high turnover records set by 
VALDURA ASPHALT ALUMI- 
NUM PAINT. Boost sales, in- 
crease profits by cashing in on the 
reputation it has won in your 
market. 





American Asphalt Paint Co., 43 E. Ohio St., Chicago 


Send complete facts on your products and | 


your VALDURA Profit Plans for industrial 
distributors. 


Company 
By .. 
Street 


City State 














sales manager, industrial division, 
E. C. Atkins and Company, Indian- 
apolis. 
° 
“Tt seems to me that your editorial 
emphasizes a worthwhile point. | 


have always thought that all the,dis- | 
tributors in their own interest should | 
| belong to their Association. 
| sume 


I pre- 
that 


not been too ‘choosey’ but have no 
information on that point.” V. H. 


Williams, president, J. H. Williams | 


and Co., New York. 


e 


“There are a great many institu- | 


tions the status of which is very 


questionable. However, I believe the | 
whole industry would be benefited by | 
a clearcut definition along the lines | 
vou suggest, namely, a concern which | 
stock outright from the | 
manufacturer, warehouses it and sells 


buys its 
direct to industry. I believe further- 
more the definition should be quali- 
fied by the requirement of two or 


more salesmen actually calling on in- | 
dustrial plants and the maintenance | 
of an adequate accounting system.” | 


Ifenry E. Cole, president, Harris 
Pump and Supply Company, Pitts- 
burgh. 

“Your editorial was read at one of 
the executive meetings of the Insti- 
tute this week and the opinion was 
general that your presentation of the 


situation in regard to qualifications | 


for membership in our trade was well 
stated. You have touched upon a 
matter which is still under discussion 
and which is most important to us 
all. We would be very glad to find 


you following up this subject and I | 
am sure that our intention is to de- | 


velop some definite basis for work- 
ing out this problem.” E. T. B. 
Penman, president, Neal and Brinker 


Company, New York. 


“We believe a mill supply distri- | 
butor is one who carries a reasonably | 


Associations have been | 
| making every effort to get all dis- | 
tributors to join and that they have | 














7 MONTHS 
Make a World 


of Difference 


lt is just that long since 
we announced the new 








FOR THE 
HEAVIEST LOADS 


| 


and the new 


POWER BOY 


FOR 
AVERAGE LOADS 


—and what a change there has 
been in the thinking of plant 
buyers—and the sales of dis- 
tributors. 


The strength, the power, the 
speed of the POWER KING 
and the POWER BOY have 
made their impression on indus- 
trial users, and orders have 
been the result. 


This reception by plant buyers 
and our plan of selective distri- 
bution make our distributors 
satisfied distributors. 


If your, company is not 
now handling the POWER 
KING and the POWER 
BOY and their widely 
known running mates, the 
BADGER and the NEW 
BADGER car movers and 
the ADVANCE Safety Car 
Wrench, we cordially invite 
your early inquiry. 


THE ADVANCE CAR MOVER CO. 


APPLETON, WISCONSIN 


Canadian Advanced Car Mover Co., 
Welland, Ontario, Canada 
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complete stock of merchandise, has a | 


warehouse and travels several sales- 
men. He should have enough capi- 
tal to pay his bills promptly and take 
care of his customers. We do not 


feel that plumbing contractors, brok- | 


ers, manufacturers’ agents, mail or- 


== DISTRIBUTORS » 


Ml 


You Atuse Be Seovud 


der houses or retail hardware stores | 
should ever be considered as mill | 


supply distributors or be given the 
same discounts as legitimate distribu- 


tors. Restricting those who receive | 


distributor prices to real distributors | 


would do more to help the mill sup- 
ply industry than any other thing.” 


A. G. Ruddell, president, Central | 


Rubber and Supply Company, In- | 


dianapolis. 
« 
“Tt seems to us that the only way 
to properly classify the mill supply 
distributor is to use the classification 


appearing in the code which has been | 


signed.” H. H. Riddle, The George 
Worthington Company, Cleveland. 
e 
“TI agree with you in the desirabil- 
ity of bringing all sellers of indus- 
trial supplies and equipment into as- 


sociations for the purpose of educat- | 


ing them and securing their coopera- 
tion in making the various codes ef- 
fective. 

“You are also correct in saying 
that distributors do not have much 
to say about who shall or shall not 
perform the functions of distribu- 
tion. That responsibility rests, as 
you state, with the manufacturer. We 
must, therefore, not ask distributor 
organizations to approve all so called 
distributors who are brought into be- 
ing by intelligent or greedy manu- 
facturers. There are many dummy 
supply houses which are merely 
sub-purchasing departments for large 
organizations and it might be well 
before urging that such distributors 
be approved to urge first that manu- 
facturers purge the list of distribu- 
tors who cannot meet the recognized 
standards by selling industrial sup- 





plies in such proportions as to iden- | 
tify them as real distributors. Buy- | 
ing supplies, warehousing them and | 
then selling them to affiliated indus- | 


trial units is not acting as a distribu- 
tor and there are too many of such 


being recognized by manufacturers.” | 


A. J. Williams, Chandler-Boyd Sup- 
ply Company, Pittsburgh. 
« 


“T not only agree with you 100% 
in your findings but I have long ad- 
vocated that policy of inclusion in 


ee 
ie s.8 © 
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ALL CORN OR CORN 
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BASS PUSH BROOM 





B. B. PUSH 
BROOM 





RATTAN PUSH BROOM 


You must have products to 


sell that will give the service 
your customers require. 


CAPITAL "Red Cap" Brushes 
and Brooms have been manu- 
factured to exacting standards 
of quality since 1890. Their 
record of performance proves 
their merits. 


You must have cooperation 


from your manufacturers. 


CAPITAL "Red Cap" Brushes 
and Brooms have from the be- 
ginning been sold under a real 
distributor sales policy, which 


includes protection and sales 
help. 


You must have profits. 


CAPITAL "Red Cap" Brushes 
and Brooms provide you the 
means to them—because of an 
unrestricted, daily expanding 
market and a liberal distributor 
margin. 





NOW is the time to study 


your brush and broom set-up. If it isn't entirely satis- 
factory to you, we'll be glad to explain why we have 
succeeded in maintaining such strong, steady distribu- 
tor sales outlets over a long period of years. This will 


interest you. 


——— _ 126 Brush Street, 


LR, 


INDIANAPOLIS 
BRUSH & BROOM MIG. CO. 


ESTABLISHED 1890 


Indianapolis, Ind. 
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PRECISION GRINDING 


in Theory and in Fact! 














The booklet illustrated gives you the basic theory of precision grinding. The 
Dumore No. 4 Grinder illustrated makes precision grinding a reality... The entire 
line of Dumore Grinders is specially designed for both internal and external 
precision grinding. They range in size from 1/64 to % H.P., speeds up to 40,000 
R. P. M. and at prices from $17.50 to 
$240.00. Write for booklet and details. 


THE DUMORE COMPANY 
101 Sixteenth Street Racine, Wisconsin 


eee Cl * GRINDERS iain 








Here Today! 
THE HOISTS OF TOMORROW 
ee nd they bear the CM label 








CM CM CM 
CYCLONE || AL-LITE || HERCULES 


td py ° oe 
12 Anti-Friction World's First Safety Hoist 
; Aluminum Alloy cP tts 
Bearings s vs ’ with Safety 
Hoist With 
a Safety Governor Governor 
. pL cove 
A dependable long-life aon oem 


hoist, efficient, with gy- 
rating yokes. Dust-proof, 
oil-tight housing. Screw 
type brake. 


One-third lighter, facili- 
tates one-man handling. 
Strong, durable. High 
efficiency. 


High speed, spur-geared. 
Simple design. Adjust- 
able load brake. Quick 
lowering. 





€o SRE 


our own 
area. 
| “To my mind, higher profits will 
'be made through organization along 
| the lines you have suggested by a 
| process of education and coopera- 
|tion. This development will also 
solidify association between distribu- 
tors as a whole and organized groups 
can negotiate with manufacturers to 
settle advantageously such problems 
as may require concerted action. It 
is true also that organization will 
| prove which firms are entitled to 
| function as supply distributors while 
| those without the pale will eventually 
| be ignored by manufacturers.” Vance 
C. Boyd, vice-president, Standard 
Shannon Supply Company, Philadel- 
phia. 


metropolitan competitive 





“At the present time we are oper- 
}ating under the code of Fair Com- 
| petition for the Industrial Supplies 
|and Machinery Distributors’ Trade, 
| which includes a definition of a dis- 
| tributor. In this particular trade 
area, we are recognizing as a distri- 
butor anyone who can qualify within 
the broad terms of that definition, as 
we feel it is to our interest to get 
all distributors, whether large or 





'small, operating under the code.” 
|Clark Grove, executive vice-presi- 


dent, The Mine and Smelter Supply 
| Company, Denver. 
OF 

“T have heard that there are 5,000 
| distributors and again as few as 500 
or 600. No one knows how many 
there are because there is no arbi- 
trary rule that you can follow in ar- 
riving at a decision. If five well 
known manufacturers consider a 
| company a distributor, that does not 
make it so. Neither does the fact 
| that a retail store carries a few in- 
'dustrial supplies, warehouses them 
and sells them to industry make it a 
recognized distributor. You, we and 























@ These three hoists, on display at all CM distributors, 

are part of the completely modernized CM line. .. What- 

ever your handling problem, whether large or small, 

there’s an up-to-date CM unit for the job. 

Chisholm-Moore Hoist Corporation, Tonawanda, N. Y. 
( Division Columbus-McKinnon Chain Corporation ) 


CHISHO OORE 


CHAIN HOISTS ELECTRIC HOISTS 
TROLLEYS CRANES 
















the country as well as the industry 
would be in better shape if there 
were a smaller number of distribu- 
tors and each of them of a substan- 
tial nature than we are under pres- 
ent conditions.” H. H. Kuhn, The 
Hardware and Supply Company, 
Akron. 


« 

| “We agree with the second para- 

|graph of your editorial but don’t 

'think that the purchasing policy of 
a house should be the determining 

| factor in classifying it. That should 


| be determined by its selling policy. 
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REMEMBER 


MILWAUKEE 


EE ws Satine SS 
> INDUSTRIAL = 
BRUSHES 


Offer Sales 
Opportunities Every 


Day in the Year 









"“MONOBILT" 
WIRE WHEEL BRUSH WITH 
INTERCHANGEABLE CENTER 


Milwaukee Industrial Brushes consti- 
tute one of those reliable lines that 
are a constant source of satisfaction to 
distributors and their salesmen. 


Without heavy pioneering, without 
exhaustive searches for specific mar- 
kets, they turn over in satisfactory vol- 
ume at wholesome profits. 


There's not a plant in your territory 
that doesn't use brushes. That means 
an active market at all times for re- 
placements—for even the best brushes 
wear out. And with the step-up in 
industrial activity, plant buyers are 
adding to their supplies. 


Milwaukee Industrial Brushes are 
worryless to the distributor because 
they are good, are built to do specific 
jobs—all industrial jobs—better, and 
because they prove their merits by 
their performance. Our distributor 
terms are most satisfactory. Write us. 





ONE OF THE MANY FINE 
MILWAUKEE FLOOR BRUSHES 


The 
MILWAUKEE BRUSH 
MANUFACTURING CO. 

2212-2236 North 30th St. 
MILWAUKEE, WIS. 
QUALITY INDUSTRIAL BRUSHES AND BROOMS 


FOR ALL PRODUCTION AND MAINTENANCE 
REQUIREMENTS 




















| complete stock to be of real service 





| tive or merely a desk-room jobber.” 


| W. FE. Hansen, Hansen and Yorke 
Company, New York, N. Y. 
* 
“We fully agree with George 


| your editorial. 
| lines are drawn as to who are and 


| entire code program will be a dismal | 


| maintain a 


| port, Connecticut. 


| even to make a good guess as to how 
| many there are in the country. 


We think it would be unwise for an 
Association of distributors to accept 
into its membership a retail hard- 
ware store because it has been able | 
to induce a few manufacturers to | 
sell it. It is perfectly true that the 
manufacturer is the key to the situa- 
tion and it is there that extreme 
pressure should be brought to bear 
to correct an unfair policy. We read 
Mitt Suppiies with much interest. 
It is one of the best and we wish you 
success in your efforts to help dis- 
tributors.” R. G. Mowbray, presi- 
dent. The James Walker Company, 
Baltimore. 
+ 

“It seems to us that your yard- 
stick is entirely too short, as practi- 
cally every retail hardware store 
could qualify under your description. 
It is important that a mill supply 
distributor carry a_ sufficient and 


to his community and also maintain 
a regular delivery service. As it is 
a function of distributors actually to 
sell many of the products which they 
stock, it is highly important that they 
well-trained 
If manufacturers have to 
do their own selling, they cannot be 
expected to pay the distributor what 
he terms a reasonable profit.” H. J. 
Behn, Hunter and 


force of 
salesmen. 


Havens, Bridge 


e 

“In view of the fact that the sup- 
ply houses of New York City alone 
could not answer the question as to 
how many distributors there are in 
their local territory, we are at a loss 


For | 
our immediate section, some will tell | 
you we have 50 distributors, others 
250. 

“The size of a house should never 
be considered, providing a distributor 
carries an adequate stock and this 
question can be answered only by 
the manufacturers who alone know 
whether a sales outlet is representa- | 


Fernley in his comments regarding 
Unless very distinct 


who are not distributors and unless 
these lines are strictly enforced, the 





failure.” K. M. Haugen, Schlafer | 


4\ 
“ \\\ 


ve. REAL 
NEWS 


his 


FOR 
| YOUR 
CUSTOMERS 


@ Have they 
heard about the U.S. Union 
with the Four-Lock Seal? 
Do they know it doesn’t 
leak? That it holds such 
volatile liquids as gasoline 
and alcohol? That it will 
continue to be tight after 
several make-ups? 

That is real news. That’s 
the kind of union your cus- 







tomers have been looking 
for. Better let them know 


you have them in stock. 
+ 


UNITED SUPERIOR 
UNION CO., INC. 
Division of 

Mergenthaler Linotype Co. 

29 Ryerson St., Brooklyn, N. Y. 
Sales Agents: 

SHINGLE-GIBB COMPANY 
54th ‘and Gray’s Avenue 
Philadelphia, Pa. 

Branches: 

Chicago; San Francisco; 

New York; Pittsburgh; 

St. Louis; Toronto, Canada 
Representative jobbers desired 
in every industrial center 


U-S-UNIONS 





WITH & 
an c+ 
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See what THIS BLADE ean dof 


Beno this new 

LENOX HIGH SPEED BLADE 

nearly double—it won’t snap! 

Twist it completely around— 

it won’t break! The ends 
won't pull out. 


\ This toughness, plus its 
uniformity, make 
users pridefully say, 
m “Here’s what we’ve 


can ‘take it’!” 


Write us for prices on the new Lenox High 
Speed Blade—test it any way you want—you’ll 
find it a sure-fire, prestige builder and profit 
maker for your business. 
HACK SAW 


LENOX BLADES 


AMERICAN SAW & MFG. CO. 
SPRINGFIELD, MASS., U.S. A. 


HIGH SPEED 














“Toledo” No. 999 %” to 2” Power Pipe Machine—Quick-Opening 


NOW —BETTER THAN EVER 


New added features. Easier to operate. Easier to sell. 


Rack and pinion with thread length indicator. Guard protecting switch. Fluted 
reamer, an integral part of machine, tips back out of the way when not in use. 
A super |/2” to 2” Pipe Machine. 


All these new features, yet no increase in price. 





New literature available soon. 


THE TOLEDO PIPE THREADING MACHINE COMPANY 


TOLEDO, OHIO NEW YORK OFFICE a DISPLAY 72 LAFAYETTE ST. 














“TOLEDO 
A BETTER PIPE TOOL 


| Hardware Company, Appleton, Wis- 
| consin. 


* 

“Your editorial in the February 
issue is very much to the point and 
your suggestion to get every distri- 
butor, big and little, into the fold 
under the code is a step in the right 
| direction.”” F. P. Green, Delta File 
| Works, Philadelphia. 

° 

“Your editorial indicates to us 
that every retail hardware merchant 
broker and manufacturers’ agent 
should be considered a distributor of 
industrial supplies and we cannot 
agree with your opinion. We believe 
most of the evils in the industry have 
been caused by the fact that many 
manufacturers recognize such people 
as distributors. Naturally, they are 
able to do business at a lower cost 
than a bona-fide distributor and for 
that reason have been the main cause 
of price cutting. We would like for 

Mitt Suppties to lend its influence 

and support in having a more rigid 

standard adopted by manufacturers.”’ 

W. J. Charles, president, Penn Gen- 

eral Supply Company, Pittsburgh. 

+ 


“Il have read your editorial care- 
fully and it checks completely with 
our ideas. Of course, it has always 
been difficult for manufacturers to 
determine just how the small distri- 
butor should be considered as against 
the larger one. At this time, the mat- 
ter is increasingly important because 
many industries are now attempting 
to classify distributors on a volume 
basis. 

“It is our opinion that the ideas 
set forth in your editorial concern- 
ing a distributors’ status are correct 
and that it is unfair to penalize a 
distributor in a small town just be- 
cause he does not happen to be in a 
large center. If the small distributor, 
located in a small community carries 
sufficient stock to satisfy the de- 
mands of his trade or district, he is 
operating just as much as a legiti- 
mate distributor as that concern situ- 
ated in a large center and who, of 
necessity, must carry a larger stock 
to meet the demands of the territory 
and who, naturally, would do a larger 
volume of business.” A. A. Murfey, 
president, The Cleveland File Com- 
pany, Cleveland. 

. 

“We are unable to agree with your 
definition of a distributor and the 
measuring rod suggested by you for 
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arriving at a decision. To adopt such 
a policy would include plumbing 
contractors, brokers, manufacturers’ 
agents and small hardware stores. 
We do not believe that a manufactur- 
ers’ agent should receive the same 
discount as the distributor who ties 
up his capital in inventory. 

“A number of concerns use the 
word ‘distributor’ on their letterheads 
and the manufacturer who is only 
interested in creating a wide market 
for his material will not investigate 
to find out whether they are actually 
entitled to a distributor classification. 
There are a number of such practices 
which violate the code under which 
this industry operates and we do not 
think it is just to recognize as dis- 
tributors, those who do not conform 
to the definition as presented in the 
Code. We sincerely hope that in your 
next issue you will make your defini- 
tion of a distributor more exacting.” 
Robert L.. Towles, The L.. A, 
Company, Baltimore. 

e 

“Weare highly in accord with what 
you have to say in your editorial as 
to the determining factor in arriving 
at a decision as to who is and who 
isn’t a distributor. We think the plan 
vou suggest is fair to all concerned.” 
R. S. Wharton, Quaker City Rubber 
Company, Philadelphia. 

« 

“T heartily approve all you say and 
while we have had our difficulties in 
trving to determine the proper trade 
position certain customers and 
prospects, we have always endeavored 
reach a mutually satisfactory 
understanding with our established 
distributors when it comes to consid- 
ering the addition of a new account 
in a territory. Your editorial is par- 
ticularly fitting at this time.” H.. L. 
Coats, Flexible Steel Lacing Com- 
pany, Chicago. 


Jenson 


of 


to 


e 
“Frankly, I am considerably dis- 
turbed by your editorial as I think it 
is so contrary to the effort which has 
heen crystallizing in the last few 
months by manufacturers. On _ the 
other hand, you have put manufac- 
turers on the defensive. Possibly, this 
is where they belong. Also, possibly 
your editorial will bring the whole 
matter out into the open in such a way 
that much good will come from it, 

“T believe that aggressive manufac- 
turers in the great majority of cases 
have adopted the principle of ‘selec- 
tive distribution’ in an intensive way 
and furthermore that many of them 
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TYTE-UNYTE 


PIPE JOINT CEMENT IN PASTE FORM 





Wilt not Shrink, 
Carrode, Crumbie . 
oF Break and Au Service 


| 3C. WHITLAM MFG. CQ 
| WADSWORTH, OHIO, U. 5. A. 


























profit. ‘“Tyte-Unyte”™ 


fittings. 
“Tyte-Unyte” 


rosion, rust. 


it has stood. 


possibilities. 


WADSWORTH 
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J. C. WHITLAM MFG. 


Sole Makers for 34 Years 


““TYTE-UNYTE’’ 


PIPE-JOINT CEMENT 
“IN PASTE FORM”’ 
Here is an item that you can sell on almost any call and make a good 


is a perfect compound for use on Screw 
Joints, for putting together radiators, boilers and all types of pipe 


adheres firmly to the iron and prevents leaks, cor- 
It is not affected by air, water, acids or alkalies and 
remains soft and flexible and threads can be unscrewed years after 


Write us for prices and discounts that will show you your profit 


co. 


OHIO 



























































| Because: Chandler 
begin 
terial. 


Cap Screws 
with good ma- 


Chandler has a modern 
plant with no obsolete 
equipment and no tradi- 
tional ideas of yesterday 
to cling to. 


Because: 


Because: Chandler threading sets 
up a new standard 
Cap Screw making. 


in 


1491 CHARDON RD... . 








Because: 


Because: 


CHANDLER 
CAP SCREWS 


Insure you a profit... . 


Chandler maintains a 
complete stock for 
prompt delivery at all 
times. 


Chandler prefers to sell 
through distributors, 
eliminating direct com- 
petition. 


We are interested in making dis- 
tributor connections—may we dis- 
cuss a tie-up with you? 


CHANDLER PRODUCTS 


Corporation 
. CLEVELAND, OHIO 


j 
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ae ek . 
Perfect alignment of hooks certain. 
Prevents end hooks from breaking loose, 
damaging machines and injuring hands. 
Flush fitting of bar with belt rein- 
forces connection. 





With each box of Safety Belt Hooks 
you get a specially made pair of nip- 
pers for cutting steel binder bars. 
Eliminates waste and protects hands. 


SAFETY BELT-LACER COMPANY 





To Show SAFETY BELT HOOKS 


Saves TIME 
Saves TALK and 
INSURES SALES 


Those of our distributors’ salesmen who have seen the 
wisdom of slipping a sample of Safety Belt Hooks into 
their pockets and showing it to their customers are grati- 
fied beyond expectation at the results. 


You can tell the buyer, of course, how the binder bars 
maintain alignment—how the end hooks are held to- 
gether, preventing fraying and injury to hands—how easy | 
it is to fit "Safeties" into the machine for lacing—how 
they are adaptable to rubber, leather, fabric, balata and 
all types of belting. 


BUT WHEN YOU 
SHOW THEM 


—they believe —and generally buy! 
Try it out yourself. The market for good 
belt hooks is especially productive today. 


TOLEDO, OHIO 














To Distributor Executives: 


When you have 


contains. 


gone through this issue of MILL 
SUPPLIES, ask yourself if it would not be worth four cents 
a man to you to be assured that every one of your salesmen 
obtained the full benefit of the many sales-building helps it 





At a cost of only four cents a month, you can (as hundreds 
of other distributors are now doing) send MILL SUPPLIES 
to each one of your salesmen’s homes. There, in one or two 
evenings a month, they can absorb enough valuable informa- 


tion to repay you hundreds of times over for the small ex- 
pense you have incurred in sending the magazine to them. 


Send us today the names and addresses of the men who 
should receive the Magazine.. A bill will be sent you later. 


MILL SUPPLIES, 520 .N. Michigan Ave., Chicago, Ill. 











are now in the process of refining 
this plan. They consider it good busi- 
ness to stay out of a territory until 
such time as they can secure a recog- 
nized distributor and in the meantime 
they protect their other distributors 
and their own reputation by quoting 
resale prices to consumers in that ter- 
ritory. I believe there has been a 
great advance made by manufacturers 
in refusing to help create new dis- 
tributors where unnecessary and I 
thoroughly believe that many manu- 
facturers are refusing to solicit busi- 
ness or quote prices to any distributor 
who has not a constructive policy of 
distribution. 

“Each manufacturer must naturally 
adopt as his own some definition as 
to what constitutes a general mill 
supply distributor. This is difficult as 
is evidenced by the fact that the 
definition in the distributors’ code 
does not entirely cover the situation. 

“We consider that there are some- 
thing less than 600 legitimate mill 
supply distributors in the country and 
that to this number might be added 
another 100 who are entitled to the 
manufacturer’s best jobber’s prices, 
though the distributors in this latter 
group are more or less specialists in 
certain lines. 

“I realize that one very important 
problem for a publication such as 
Mitt Supp vies is to build its paid 
circulation list and obviously, by in- 
creasing the number of distributors, 
you automatically increase your pro- 
spective list. On the other hand, | 
have always felt that Mitt Suppties 
is genuinely interested in furthering 
the best interests of the industry. 
Would you, therefore, not be doing 
this very thing by pointing out the 
successful activities of aggressive 
manufacturers along the lines of con- 
structive selling, even though in doing 
this you may radically cut into your 
list of mill supply distributors? I 
think following such a plan in your 
editorial work would be much more 
constructive than to take the attitude 
of criticism apparent in your editorial, 
‘Face the Facts.’ 

“The Postmaster General recently 
canceled practically all air-mail con- 
tracts and in so doing condemned all 
those companies as being in collusion 
or having made dishonest contracts. 
He did this without trial. Your article 
does the same thing in that you say, 
though not in so many words in the 
next to the last paragraph of your 
article, that the ‘responsibility for who 
shall or who shall not perform the 
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LIGHTNESS 
PERFECT BALANCE 
ACCURATE CONTROL 
UNIFORM COVERING 
RAPID ADJUSTMENTS 


EASILY & QUICKLY 
CLEANED 






IMPERIAL 
SPRAY 
GUNS 


Give You Every Sales 


Advantage 


Not only do they excel in speed 
and general efficiency—but 
factory executives and workmen 
have found them lowest in 
operating costs. Today the 
complete Imperial Paint Spray 
Equipment Line provides dis- 
tributors and their salesmen one 
of the finest means to profit- 
able sales they have had since 
the boom period of 1929. 


Imperial Welding Equipment 
Up-To-Date Durable Economical 





Imperial Welding 
and Cutting Equip- 
ment is made for 
every job from light 
sheet metal work to 
the heaviest opera- 
tions. Each torch is 
chromium plated and 
has reamed taper 
bore copper welding 
tips. It is the finest 
line, but not the 
highest priced—and it appeals to a 
broad market that is beginning to 
open up with orders. 














Write for complete information about Im- 
perial Paint Spray Equipment and Imperial 
Welding and Cutting Equipment—and our 
modern distributor sales set-up. 


IMPERIAL BRASS 


MANUFACTURING CO. 
511 So. Racine Ave. CHICAGO 





|functions of distribution rests today, 
jas it always has, with the manufac- | 
jturer,’ I can’t dispute that statement 
|but the implication, it seems to me, | 
lis one of blaming manufacturers as | 
\a group for doing something of | 
| which only a few are guilty. | 
| “In other words, I have always felt | 
that Mitt Suppvies can be a leader | 
in the industry and that to be a leader 
most effectively means to lead more | 
than to criticize. I am just as ready | 
to ‘Face the Facts’ as you are, but [| 
believe there is a more constructive | 
| way of doing it.” H. F. Seymour, The | 
| . = e . 

meenconnagy \ ise and Manufacturing | 
Company, Cleveland. 

* 








“We are in accord with you when | 
you say that the responsibility for | 
|determining who shall perform the | 
|functions of distribution rests today, | 
as it always has, with the manufac- 
iturer.” Farnham Yardley, president, | 
| Jenkins Brothers, oe York City. | 
| “Distributors should be classified | 
| by the service they render. As I see| 
this service, it consists of buying from 
a manufacturer, stocking goods in| 
sufficient quantities to take care of the | 
|trade which they serve, and really 
| distribute or sell merchandise. | 
| “In the past, the manufacturer has | 
/not only been making his goods but | 
| distributing them as well and there- | 
fore, if the distributor is to fulfill the | 
function he was originally set up to | 
| perform, he will relieve the manufac- | 
‘turer of that much expense. The 
whole question comes back to cost.” 
|. D. Garretson, Electric Hose and 


| Rubber Company, Wilmington, Dela- | 


| ware, 








. | 

“T have read your editorial with | 
considerable interest. 

“A barber is a barber if he has a 
shop within which he cuts hair. A | 
doctor is a doctor if he has passed 
State xaminations. A_ re- 
‘tailer is a retailer if he buys from| 
|either manufacturer or jobber and} 
resells from his place of business, 
whether it be a hole in the wall, or a| 
John Wanamaker store. A jobber or | 
| mill supply distributor deserves the 
name and standing if he buys and | 
| sells to those who retail or consume. | 

“The barber needs the shop and 


3oard 
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Buy most of their 
industrial sup- 
plies from dis- 
tributors with 
more recent cata- 
logues. 


467, 


Say they will not 
do business with 
a distributor who 
does not furnish 
them with a cata- 
logue. 





THESE FACTS are only 
part of an interesting 
story. Would you like 
the additional facts as 
to what industrial 
buyers think about cata- 
logues? 


Ey 
Write 


CATALOGUE DEPARTMENT 


scissors to perform. The doctor needs | R. R. Donnelley & Sons Co. 


| the office and knowledge. The retailer 
needs the store and goods. The mill 
supply distributor needs the ware- 
| house and goods.” W. E. Cross, Vic- 
| tor Saw Works, Middletown, N. Y. 


350 East Twenty-second St. 
CHICAGO 














MANUFACTURERS 


TELL US 


Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed and 


other facts of interest 








American Association Group 
Chairmen Selected 

Horace Armstrong, chairman of 
the group of industry activities of the 
American Supply and Machinery 
Manufacturers Association, has an- 
nounced the appointment and accept- 
ance of the following group chair- 
men : Abrasives and Grinding Wheels, 
G.‘H. Halpin; Pipe, Valves, Fittings 
and Steam Specialties, David C. 
Jones ; Electric Tools, L. M. Knouse; 
Chain and Chain Hoists, Don S. Bris- 
bin; Saws, William Disston; Files, 
W. L. Pond; Cap and Set Screws, H. 
D. North; Small Power Tools, Harry 
J. Blum; Knife Group, G. K. 
Simonds; Mechanical Rubber Goods, 
Thomas Robins, Jr., and Refractories, 
W. S. Quigley. 

<A 

Landis Machine Company Re- 

names Victor Plant 

The Landis Machine Company, 
Waynesboro, Pennsylvania, has an- 
nounced that its Victor plant, also 
located in Waynesboro, will hence- 
forth be known as “Landis Machine 
Company, Tap Division.” 

This change in name has_ been 
brought about by the fact that the 
new line of collapsible taps recently 
placed on the market will be known 
as “Landis Collapsible Taps.” The 





G. F. Newell, right, president of the Mar- 
shall Newell Supply Company, San Fran- 
cisco, is snapped with C. H. “Charlie” 
Pearson, Yale ard Towne representative. 
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manufacture of the older line of 
Victor taps has been discontinued, 
being superseded entirely by Landis 
taps of the newer design. 
ee 


Saw and Steel Products Code 
Approved 

The Code of Fair Competition for 
the Saw and Steel Products Manu- 
facturing Industry was approved on 
February 10. 

Section 7, Article VII of this code 
states: “No members of the industry 
shall grant a selling commission, or a 
dealer’s or wholesaler’s discount to 
any concern or individual other than 
an established salesman, dealer or 
wholesaler as defined herewith. An 
established salesman is anyone paid 
by salary or commission for selling, 
while a dealer or wholesaler is anyone 
who buys and resells and who is re- 
munerated by a profit above his pur- 
chase price for reselling to users or 
resellers of this product. Such sales- 
men, dealers or wholesalers shall not 
be controlled or paid for their pur- 
chasing efforts by the users of the 
products purchased.” 


i 


Key Boiler Equipment Appoints 
Representatives 

The Key Boiler Equipment Com- 
pany, East St. Louis, Illinois, recently 
appointed L. K. Ascher and Sons of 
Indianapolis, to act as its representa- 
tives in central Indiana. 

W. M. James of Denver, has been 
appointed to cover the Rocky Moun- 
tain territory on the company’s seal- 
ing compounds, 

a 
Davis Appointed by Diamond Chain 


Rodney Davis, 624 Race Street, 
Philadelphia, has been appointed dis- 
tributor for Diamond roller chains, 
sprockets, couplings and _ special 
chains for the Philadelphia district 
by the Diamond Chain and Manu- 
facturing Company, Indianapolis. 





Walter Siegerist 


Siegerist New Medart President 


Announcement has been made that 
at the meeting of the board of direc- 
tors of The Medart Company, St. 
Louis, following the annual stock- 
holders’ meeting on February 21, 
Walter R. Medart was elected chair- 
man of the board and Walter Sieger- 
ist president. 

Mr. Siegerist has been general 
manager of the company for the past 
two years. Prior to that he was assist- 
ant to the president of the Midwest 
Piping and Supply Company, St. 
Louis. 

E. J. Baur was reelected secretary 
and treasurer. 

—— 


Allis-Chalmers Moves Buffalo Office 


The Buffalo office of the Allis- 
Chalmers Manufacturing Company 
has been moved to the Liberty Bank 
Building. A. D. Brown is the district 
manager in charge. 

——< ——_—_ 


Worthington Elects New Director 


A. G. Pratt, president of The Bab- 
cock and Wilcox Company, has been 
elected to the board of directors of 
the Worthington Pump and Machin- 
ery Corporation. 

Mr. Pratt is also a director in The 

Babcock and Wilcox Company, The 
Babcock and Wilcox Tube Company, 
3abcock and Wilcox, Limited, Die- 
scher Tube Mills, The Lumus Com- 
pany, Fidelity-Phenix Fire Insurance 
Company, Fidelity and Casualty Com- 
pany of New York; and a trustee of 
Central Hanover Bank and Trust 
Company. He is a director and chair- 
man of the executive committee of 
Pabeock-Wilcox and Goldie-McCul- 
loch, Limited, of Canada. 
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SATISFIED 
CUSTOMERS 


An increasing number of mill 













supply distributors are add- 
ing satisfied customers 
to their accounts by 
selling “National” 
Twist Drills and 


Tools. 


MANUFACTURERS 


of PARABOLIC 


MILLING CUTTERS 


“= 





TWIST DRILLS REAMERS HOBS 
MILLING CUTTERS 4 SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL COMPANY 


DETROIT, U. S. A. 
New York, N. Y. Philadelphia, Pa. Chicago, Ill. Buffalo, N. Y. 
Cleveland, Ohio 







TAP & DIE DIVISION, WINTER BROTHERS CO., WRENTHAM, MASS. 
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2-piece Hinged 
Rocker Pin 


EELGRI 


S Flexible Lacing ; 


A stronger lacing for all Power and 
Conveyor Belts. Made of treated steel 
to industrial standards. Standard in 
many leading plants where it is de- 
pended on for the heaviest pulls. Com- 
presses belt ends, prevents fraying. 





STEELGRIP comes in boxes, in handy 
cartons, in long lengths (up to 72-inch 
always in stock). It carries «a full 
margin and can be depended on to give 
satisfaction and build business. 


Write for Catalog 
Sheets and 
proposition. 


Armstrong-Bray & Co. 
“The Belt Lacing People” 
310 N. Sheldon St., CHICAGO, U.S.A. 








HARRIS Seamless Type 


| Claude V. 





COPPER FLOATS, 


are strong and dependable because of these 
features in their construction: 


a. Extra wide lap on inside seam. 


2 Thorough soldering of inside 
* seam. 
2. Strong reinforcement at spud. 





Uniform thickness of copper plat- 
ing according to pressure over 
entire float. 


4. 


Harris floats are made for all pressures, with 
wide safety margin. All orders filled promptly. 
Copper and steel ball floats (4, 5, 6, 7, 8, 10 and 
12 inch dia.) always in stock. Special floats 





of copper, brass, aluminum, steel, stainless 
steel, etc., made to order. Always specify 
pressure and connection. 


ARTHUR HARRIS & CO. 
COPPERSMITHS - ENGINEERS - BRASS FOUNDERS | 


| 
210-218 N. Curtis St., Chicago, Ill. | 





Atkins Pioneers 

At the age of 82, Charles Fenton 
is beginning his sixty-second year of 
regular employment at E. C. Atkins 
and Company. He has been in active 
service since 1873. 

lenton’s record was honored by the 
Atkins Pioneers, twenty-year service 
club, at the twenty-eighth 
smoker and initiation 
Friday, February 16. 

Francis M. Hager, oldest living 
member of the club, now retired, also 
received recognition. His son, Francis 
M. Hager, Jr., was awarded a pin for 
50 years of service at the Atkins plant. 
The club’s youngest member is Ray- 
mond P. McKinney. He is 36 years 
old and has worked at Atkins for 21 
years. 


annual 
services held 


Initiation services were held for the 
following men who have been em- 


ployed by the Atkins Company for 20 | 
Edward S. Norvell, | 


years or more: 
Morris Owens, W. Noble Springer, 
Brock, Michael Cummins, 
J. P. Kinney, Ray Ellis, 
Montgomery, John Sapp and Charles 
Gill. 

Service pins were mailed to 15 hon- 
orary members in European and 
South American countries who have 
represented E. C. Atkins and Com- 
pany for 20 to 35 vears. Seventy ad- 
ditional members received — service 
pins, their vears of service ranging 
from 40 years down to 20 years. 

The club in 1906 was organized 
with 62 members, 25 of whom are 
now living. The membership list at 
present totals 214. 

New officers for the coming year 
are: H. C. Atkins, honorary presi- 
dent; E. E. Thatcher, president; Al- 
bert Hausman, vice-president ; James 
Wilde, treasurer ; C. A. Newport, sec- 
retary and W. A. Weaver, assistant 
secretary. 


The Ladies’ Ten Year Service Club, | 


an auxiliary of the Atkins Pioneers, 
recently celebrated with a dinner hon- 
oring the new members of the club. 
a ee 
Philadelphia Belting Lands Large 
Order 

The Philadelphia Belting Company 
received, late in January, an order 
frem a Cuban sugar company for one 
and one-half miles of water, steam 
and oil-proof, double-thickness leather 
belting in widths from eight to six- 


| teen inches. 


Homer | 





. : ‘ , 
It is said that this order will require 


the best center portions of approxi- 
mately 4,000 hides. 





BIG PLANTS and 
LITTLE PLANTS 


—all offer 
you every day 
opportunities 
when you sell 


OTTEMILLER 


MILLED SCREW 
MACHINE PRODUCTS 


Cap Screws Set Screws 
Coupling Bolts 
Milled Studs 








The Ottemiller Line is complete enough and 
of such high quality as to encourage the dis- 
tributor's salesmen to sell standardization—and 
establish a steady flow of repeat orders at 
good profits. 


Your inquiry is invited. 


The WM. H. OTTEMILLER CO. 
YORK, PA. 


We also manufacture Dardelet 


Thread Screws. 








Flexible 
Shafts 


AND EQUIPMENTS 


Over 60 types of STRAND 
Flexible Shafts, Machines 
and Equipments for every 
industrial need for port- 
able operations such as 
Grinding, Polishing, Sand- 
ing, Rotary-filing, Drill- 
ing, Buffing, Wire-brush- 
ing, Wood-filling, Lathe- 
Grinding, Screw - driving 
and Nut-Setting. 





The entire STRAND line 
is ball-bearing equipped 
by = oe. and made with highest 
pon Ball-bearing quality workmanship and 
equipped. materials. Horizontal and 


vertical types for all 
dustries. 







Originators and Manufacturers 


New Catalog No. 26 
including all 1933 
improvements now 
ready. 


Established 1905 


N. A. STRAND & CO. 


5001 N. Lincoln St Chicago, US.A 





UMI 
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One of those home office visits, with 

Clarence Noelting, director of sales, Fault- 

less Caster Company, Evansville, Indiana, 

left, as the visitor. The visitees are George 

Mittleman, center, manager of the New 

York office, and S. Z. Charak from the 
Boston office. 





Greenfield Continues Opportunity 
News 

Opportunity News, house organ of 
the Greenfield Tap and Die Corpora- 
tion, Greenfield, Massachusetts, will 
be continued into 1934. The New 
Year issue features the Greenfield 
policy, sales force and the complete- 
ness of the line. 

This house organ is put into the 
hands of about 4,500 wholesalers and 
dealers. 

ee ane 


Johnson Announces New 
Administration Members 


Administrator Hugh S. Johnson, 
on February 16, announced the ap- 
pointment of the following successor 
administration members on Code Au- 
thorities: Grinding Wheel Industry, 
Charles R. Baxter to succeed A. C. 
Cook; Coated Abrasives Industry, 
Frank E. Seeley to succeed A. C. 
Cook. 


—_—$_@—_— 


Chicago Salesman Wanted 


A salesman with an_ established 
clientele is wanted to sell mechanical 
rubber goods in Chicago and vicinity. 
Address inquiries to Sales Promotion 
Manager, MILL SUPPLIES. 
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New Landis Bulletins 

The Landis Machine Company, 
Tap Division, Waynesboro, Penn- 
sylvania, has for distribution two 
bulletins giving detailed information 
and complete specifications of the 
new Landis collapsible taps. The 
style LT collapsible tap for straight 
tapping is covered by Bulletin G-83, 
while the style LM receding chaser 
collapsible tap for tapered work is 
covered by Bulletin G-81. 





Get a ""TOE-HOLD” in 
Those Difficult Plants 
by means of the 


| This unusual new grinder is fast, efficient 
| and low in cost. It is small and compact 
—easy to carry and demonstrate. 


Demonstrations lead to sales 
Hand-ee Hi-Power i 








“Chicago” 





“Grinding 


not only of the 
of the modern 
Wheels on 





Shanks” which includes regular and special wheels for every job. Today every shop is 


interested in lower grinding costs. 
your territory by demonstrations of these remarkable grinders. 








You can approach those hard-to-get-in plants in 
Such demonstrations 
open new opportunities for sales of many other lines. 
Write for new catalog sheets with detailed information. 

The Hand-ee Hi-Power weighs only 3 pounds, has 
Universal Motor A.C. or D.C. 110 V. Speed of 17,000 
R.P.M. without load. It provides a_ really efficient 
grinder, buffer or polisher right at the bench or job. Built 
to stand continuous production work. Effects remark- 
able savings. 

Has a multitude of applications. 

Model B Hi-Power Sells for only $35.00 F.O.B. Chicago 


—Complete with three wheels (shapes as specified) in a 
special container with wrenches and dressing stone. 


CHICAGO WHEEL & MFG. CO. 


GRINDING WHEEL ENGINEERS SINCE 1895 
112 S. Aberdeen St. CHICAGO, ILL. 


|| 100 SHAPES sis Bier end 
K i 
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ball 


wear. 








The DART Bronze to Bronze 


principle is two bronze seats, 


in, with high grade malleable 
iron pipe ends and nut which sure the quality of product 
assures 


SELL THEM FOR PROFITS 


DART UNGN 


E. M. DART MFG. CO., PROVIDENCE, R. I. 


The Fairbanks Company, 
and at all branches 


Quality 


From the time of its beginning 
the objective of the E. M. Dart 


Co. has been a quality product. 


This quality standard remains 
characteristic of the present day 
Dart Unions and Couplings. 


Designs modern in every re 
spect, from the highest quality 
materials, developed by experi- 
enced engineers and _ skilled 
workmen. 


round ’ ‘ 
e Careful test and inspection as- 


better essential for economy in oper- 
ation. 


Canadian Factory: 


Dart Union Company, Ltd. 
Toronto, Canada 


New York 














76 


MILL SUPPLIES 





BUCKET BLADE FAN 


This type ventilating fan moves a large 
volume of air—designed for commercial use, 
kitehen, laundries, bakeries and similar 
installations. Alternating current, single 
phase—i2”, 16”, 18”—motor, self-cooling 
type, totally enclosed. Easy to install. 
Write for complete information, prices and 
discounts. 


SIGNAL ELECTRIC MFG. CO. 


Menominee, Michigan 


OFFICES IN PRINCIPAL CITIES 








Instant 


Take-Hold 


N°e fooling around to persuade a 
RICS(D Wrench to grip a pipe. 
It takes hold instantly, like a hungry lion. 
But it lets go like a lamb. Full floating 
hookjaw does it, plus re- 
placeable heel jaw. 














But the 
RIiGHiD is 
like that all 


can't break NX 


over. You 

warp the housing 
or the hookjaw, with 
its accurate pipe scale. 
Adjusting nut fairly 
spins in open housing. 
Double strength I-beam han- 
dle is good to your hand; it 
has a handy hang-up hole. 


When you sell a RIGID you 


do your customer a favor— 
and he comes back for more. 


THE RIDGE TOOL CO., Elyria, O., U.S.A. 


Rikzaib 


PIPE TOOLS 


wt 00 ve maa 








The 

sporting the overcoat is Carl J. Meister 

of The Allen Manufacturing Company. 

The others, from left to right, are Eddie 

Eberhardt, John Martin and A. H. Squier, 

all of Squier, Schilling and Skiff, Newark, 
NN. }. 


prosperous looking young fellow 


Milwaukee Purchasing Group Plans 
Exhibit 

An industrial products exhibit 
sponsored by the Milwaukee Associa- 
tion of Purchasing Agents will be 
held at the Hotel Schroeder, Milwau- 
kee, April 3 and 4 inclusive. Exhibits 
of Wisconsin products will be fea- 
tured. The exhibit will also include 
goods manufactured in other states 
and handled through local jobbers. 
There will be approximately 100 
booths, the exhibits for which will be 
arranged for by Ole A. Olsen of the 
\. R. Timberman Corporation and 
Walter Wenzel of the Vilter Manu- 
facturing Company, co-chairman of 
the arrangements and exhibits com- 
inittees. 

Albert Korsan, purchasing agent of 
the Globe Steel Tubes Company is 
general chairman. When interviewed, 
Mr. Korsan stated, “We are planning 
a banquet on the evening of Thurs- 
day, April 3, for the exhibitors, mem- 
bers of the association and the execu- 
tives and industrial engineers of their 
firms. There will be an address by a 
prominent industrial leader. Prospec- 
tive exhibitors are to get in touch with 
Mr. Olsen for space. The charge will 
be very nominal.” 

— 
Marsh Appoints Fort Worth 
Representative 

James P. Marsh Corporation, Chi- 
cago, has announced the appointment 
of J. M. Kane as sales representative 
on its line of gages, industrial instru- 
ments, valves and vents, in the Fort 
Worth, Texas, territory. Mr. Kane’s 
address is Postoffice Box 1552. 








VEELOS 


Genuine Balata Belting 


for 
DRIVING 
CONVEYING 
ELEVATING 


True and Smooth Running 
Non-Shrinkable 
Non-Stretching 
Economical 


Transmits all power 
without loss! 


HEMEK 


—The canvassed stitched belt 
for the tough and heavy jobs 


DISTRIBUTORS! 


Let us point out your oppor- 
tunities with these profitable 
lines in today’s expanding mar- 
ket. Write for all the facts. 


MANHEIM 


MFG. AND BELTING CO. 


ATKINS 
sTtrL SAWS 
Your Best “Economy”— 
Satisfied Customers . . . 


, 5 . 
vin 


You need no expert to disclose 
the “economy” of serving cus- 
tomers with tools that assure 
their satisfaction. . . Thousands 
of users can tell you in hack 
saw blades that means ATKINS 
SILVER STEEL. . . Made of 
the best material obtainable, 
they’re tougher, longer-lived. . . 
They’re guaranteed to cut more 
metal. 


SILVER STEEL Popularity 
Assures Your Profits 
ATKINS SILVER STEEL 
popularity gains steadily. . . 
Blade users insist on SILVER 
STEEL economy and serv- 
ice. . . Supply that demand 
and get YOUR SILVER 

STEEL PROFITS! 


E. C. ATKINS AND COMPANY 


420 So. Illinois St., 








Indianapolis, Ind. 
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Fafnir Issues New Condensed 
Catalog 

A new condensed catalog, Number 
17, issued by The Fafnir Bearing 
Company, New Britain, Connecticut, 
combines information on the indus- 
trial uses of radial ball bearings and 
a description of the Fafnir power 
transmission line of wide inner-ring 
and ball bearings. It gives complete 
information, interchangeability tables, 
dimensions and prices. Bearings cov- 
ered include single-row radial, double- 
row, radial thrust, grease-shield, felt 
seal, thrust wide inner ring, pillow 
blocks, lineshaft boses and cartridges. 





—$<—<>____ 


Allis-Chalmers Issues Booklet 
on Brewery Equipment 

The Allis-Chalmers Manufacturing | 
Company, Milwaukee, Wisconsin, has 
just issued a 16-page booklet illustrat- | 
ing and describing the various types 
of equipment it manufactures for use 
in breweries. Among the products 
featured are turbines and alternator 
units, condensers, motors, compres- 
sors, blowers, Texrope drives, pumps, 
brewery tanks, malt mills and malt 
cleaners. 


——.@—__—_— 


New Parker-Kalon Catalog 

The fourth edition of the Parker- 

Kalon Catalog-Data Book has just 
been issued. In its 34 pages, the prod- | 
ucts of this company are illustrated | 
and described and their uses outlined. 
New products featured in this is- 
sue include hex head hardened self- 
tapping cap screws, non-corrosive 
self-tapping sheet metal screws, cold- 
forged wing nuts and_ cold-forged | 
thumb screws. | 
ee | 


New Flat Ground Stock 
A uniformly annealed high carbon | 
tool steel flat ground stock is now be- | 
ing marketed by the Simonds Saw | 
and Steel Company of Fitchburg, | 
Massachusetts, under the trade-mark 
brand name “Red Streak.” Grinding 
marks run lengthwise of the stock. 
The pieces are made in 18-inch 
lengths and in all standard widths 
and thicknesses. 





—$+_—___ 


Tulsa Distributor Appointed 
by Roebling | 

The Machine Tool and Supply 
Company, Tulsa, Oklahoma, has been | 
appointed a distributor by John A. 
Roebling Sons Company, for its line | 
of wire rope. | 











There Is a Constant Demand Through the Dealer 


In Supplying Refills 
Where the “BASA” Rawhide-Faced Hammer 
Has Been Installed 


Push the Introduction of 
the “Basa’’ Hammer and 
the Sale of Rawhide 
Faces Will Follow 


HERE is a constant turn- 
over in the Refills or Raw- 
hide Faces. 

They become worn and 
must be replaced at intervals. 











Hammer 
ready 
for 


Backed by a national trade-paper with nut 
campaign, missionary work, and dealer for re. 
helps, a steady demand has been cre- faces. 


ated for the "“BASA" and its remov- 
able rawhide faces. 

Wherever a clean, sharp blow has to be struck without 
injuring the surface, a 'BASA" Hammer should be used. 
The field is almost limitless. 


Write for full particulars 


GREENE, TWEED & CO. 


Sole Manufacturers 


109 Duane St., New York 














HIGH SPEED HOIST 


More efficient — More durable 
More useful 


OFFERING 21 POINTS OF SUPERIORITY... 
GET THE FACTS BEFORE YOU BUY ANOTHER HOIST! 


WRIGHT MANUFACTURING DIVISION 


of the American Chain Company, Inc. 
YORK, PENNSYLVANIA 


WRIGHT HOISTS 
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One Good Saw 
Sells Another 








MARVEL High Speed Edge 
HACK SAW 
BLADES 


are bringing better and 
better returns to users 
everywhere. That's one 
good reason why the 
calls on dealers for 
these blades are 
increasing daily. 
It pays the deal- 
ers to have them 
on their shelves, 
also MARVEL 
HOLE SAWS as 
well. 

Both saws have 
high speed steel 
teeth welded to 
an alloy steel 
unbreakable 
body. 


Your stock is not complete without Marvels. 
us send you a tryout order. 


Armstrong - Blum Mfg. Co. 


“The Hack Saw People” 
353 N. Francisco Avenue 
CHICAGO, U.S. A. 


Let 





We've Changed Our Name 


—but not our 


PERSONNEL 














The same men who have directed 
the affairs of this company these 
many years are still devoting all their 
energies to building the best Car 
Mover possible and to serving you in 
a manner which can leave nothing to 
be desired. 

Give us a chance to show you we 
are sincere. Write us for information 
about the ATLAS and our plan of 
sales cooperation. 


a8 Begin, 


APPS 


APPLETON-ATLAS 
CAR MOVER CORPORATION 


(Formerly Appleton Car Mover Co.) 


od 


SDD Ceve Ut AACE TO SUAMD AND WE Wm HOME hed EAT 
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Quigley Issues Paint Bulletin 

The Quigley Company, Incorpo- 
rated, New York City, has just issued 
a four-page bulletin featuring its alu- 
minum paint and other protective cov- 
erings. A considerable spring pickup 
in plant maintenance, hence painting, 
is looked for by this organization. 

oaniitialiaiieanetes 
Transmission Lines for Strong, 
Carlisle and Hammond 

The transmission department of 
The Strong, Carlisle and Hammond 
Company, Cleveland, Ohio, is now 
distributing roller and silent chain 
manufactured by the Morse Chain 
Company and a line of ball bearings 
made by Marlin, Rockwell Corpora- 
tion, Jariestown, New York. 

eee 
Superior Engine Company Changes 
Name 

The name borne for some 45 years, 
Superior Engine Company, has been 
changed to The National-Superior 
Company, taking effect recently. The 
change is in name only and for cor- 
porate reasons, there being no change 
in the management and the product 
continuing to be stationary and 
marine Diesel engines and gas en- 
eines, compressors, etc., as hereto- 
fore. 
rior Company are located at Spring- 
field, Toledo, and Dayton, in Ohio. 
The Otto Engine Works at Philadel- 
phia, Pennsylvania, is the Atlantic 
Coast division, while the Los An- 
geles office and factory looks after 
Pacific Coast sales and service. 





Survey Shows That Distributors 
Approve NRA 


(Continued from page 17) 





their first reaction is to do away with 
the extravagant sales methods of the 
high-pressure years and return to the 
sure, steady and economical distribu- 
tion system afforded by the country’s 
industrial distributors. 

Some few further comments, pro 


and con, may serve to throw light on | 
the feeling of the industry about the | 


| Code: 


“We feel the Code has been the 


| most wonderful help we ever had and 


are very much for it.” 
“Competition is wide open on non- 
resale lines. NRA raises 


| but does nothing to help distributors 
get reasonable profits—in fact, seems 


Plants of The National-Supe- | 


overhead | 











af 


_———— NF FS HS 


Every Industry 
Has Many Uses for 
ROCKFORD 
Screw 
Products 


Our quick service on ALL OUR 
SCREW PRODUCTS enables you 
to fill your customers’ orders 
speedily. 

The performance quality of our 
line is certain to build repeat 
business for you. We invite your 
inquiry. 








As evidence of Rockford 
quality, consider this: Our 
cap screws are accurately 
and uniformly made from 
.30—.37 carbon normalized 
steel on the most modern 
machinery. 


Cap, Set, Wood and Lag Screws 
Bolts @ Nuts @ Special Work 


ROCKFORD SCREW PRODUCTS CO. 
Railroad Ave. at Ninth St. ROCKFORD, ILL. 











- DISTRIBUTORS 


Your success in Selling 


GENUINE 
HETTRICK 


Stitched Canvas Belting 


| MALABAR 


for conveying and elevating 


and 
HETMACO 


| The New Transmission Belt 


to the huge replacement market 
in industry is of real concern 
to us—for your success is our 
success. 


That is why we have established 
a strict re-sale price set-up. 
That is why we have attractive 
distributor terms. That is why 
we extend you every possible 
sales cooperation. Your inquiry 
is invited. 

















| HETTRICKMFG.CO. 


Summit and Magnolia Sts., 
| TOLEDO, OHIO 
| 
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Sell Our 10,000 
Size at $180.00 


F.0.B. Columbus 


JAEGER “SURE PRIME” 
PUMPS SELL FASTER... 


> 3 ”, A ”? 6 7 Sg” SIZES 
Beat competition, make money with 
America’s fastest selling line of compact, 


portable, sure priming centrifugals. Amaz- 
ingly low prices. Write us. 


THE JAEGER MACHINE CO. | 


501 Dublin Avenue, Columbus, Ohio 





PORTABLE ELECTRIC DRILL 


A high grade intermittent service, light 
duty, portable electric drill that finds a 
ready market in plants, repair shops, etc.— 
Vs inch size, powerful Signal Universal 
Motor for D.C. or A.C. 110 volts—weighs 
6 pounds — has ‘‘make-and-break’’ switch 
—furnished with 8 feet of heavy duty rubber 
covered cord with rubber plug and key— 
$21.50 list. Send for details and discounts. 


SIGNAL ELECTRIC MFG. CO. 


Menominee, Michigan 


OFFICES IN PRINCIPAL CITIES 














G. A. Burkhardt of the Cleveland Twist 
Drill Company and E. R. Blancke, secre- 
tary and treasurer of the Hand Hardware 
Company, Elizabeth, New Jersey. 





to object to every move to stabilize 
the market.” 

“No enforcement as yet and Gov- 
ernment seems interested only in en- 
forcement of wages and hours with 
no method for putting chiselers before 
the courts.” 

“Tf there is any objection to the 
Code it is in the price filing provision, 
which we feel is unwise, unsound 
and impossible. Manufacturers’ resale 
schedules should be enforced and 
made profitable.” 

After reading the comments, the 
preponderance of evidence may seem 


to be against the NRA but it is only | 


fair to hark back to the overwhelming 
percentages in its favor on the fore- 
going questions. Having done so, we 
can but conclude that, although it is 
not perfect, the Code for this indus- 








try seems to have done some real good | 


for most of its members in its four | 


short months of existence. 


It seems | 


a logical hope that when its machinery | 


shall have been put into full swing, 
the benefits will be greatly increased. 





Can Distributors Make Advertis- | 


ing Pay? 
(Continued from page 21) 





the average mill supply house will be 


found to contain many partially hid- | 


den leads which, if properly handled, | 


can be turned into profitable business. 

In the following article, other forms 
of advertising such as window dis- 
plays, house organs, enclosures, cata- 
logs and magazine space, will be con- 
sidered and a survey of our customers, 
giving their reactions to our adver- 
tising, presented. 








There’s more profit in three drums of 


DURA-STIX 


FIREBRICK CEMENT 
than in a carload of nails 


If you serve Industrial Plants, here is a 
REPEAT Order STAPLE that will prove 
itself an attractive account. 

It has achieved a dignified reputation 
for faithful service to Industry—and a 
loyal cooperation by the manufacturer 
with the supply house. 


Let us give you details. 


Keystone Refractories Company 
120 Liberty St. New York 








Available for Resale 
through Distributors 


—a new departure in lathe 
construction— 


The SWAYNE - ROBINSON 


SERIES 200—-BENCH LATHE 


ONLY $39,50 


COMPLETE AS SHOWN 
8” Swing, 18 Between Centers 





TIMKEN BEARINGS—HOLLOW SPINDLE 


24” BETWEEN CENTERS, $41.50 


This brand new lathe combines accuracy 
and ruggedness at a very low cost. 

It is constructed on two one-inch polished 
steel bars instead of the conventional lathe 
bed. These bars are set in heavy castings, in 
holes that have been reamed and line reamed 
in modern production jigs. The construction 
is much less complicated than the construc- 
tion necessary in large lathes. 

Wherever a plain lathe for accurate work is 
needed, there is a prospect—in large and small 
plants, garages, electric shops, ete. Homo 
mechanics and model builders will be inter- 
ested immediately. 


The Swayne-Robinson Bench Lathe is easy 


to explain. No heavy investment is neces- 
sary. Profits are good. Write for facts. 


SWAYNE, ROBINSON & CO., 


ESTABLISHED 1842 - INCORPORATED 1889 
225 MAIN ST. 


GS RICHMOND, INDIANA Ga 











MILL SUPPLIES 





WANTED— 


jobber representation | Clipper Belt Lacer Company 


for this staple item in a 


few territories still open | 


Today, Key Graphite Paste still | 


retains the position established 
sixteen years ago as the outstand- 
ing sealing compound for all 
screw thread and gasket joints on 


lines carrying steam, oil, acid, etc. | Dumore Company, The 


The unequalled superiority of 


Key Graphite Paste over this long | 


| Faultless Caster Corporation 


period of time has won for it a 


place on the approved lists of the | 


various branches of the govern- 
ment as well as acceptance in prac- 
tically every industrial plant of 
consequence in the country. 


Key Graphite Paste is a staple—a 
product requiring no missionary 
work and carrying a nice margin of 
profit. It is handled by the outstand- 
ing jobber in each community. 


A few territories are open for repre- 
sentation through reputable jobbing 
houses. Write today for complete 
details. 


Key Boiler Equipment Co. 
2700 McCasland Ave., E. St. Louis, Ill. 
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